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ORE persons will seek 
credit within the next 
ninety days than ever 

before. The exchange of 
information and co-operation 
with other credit men will 
help you to pick the desirable. 
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A Real Tobacco Cigar 


Ghe ‘HUDSON TEN” |} | 





One Price LEN  Boxof 50 q 
only CENTS $5.00 ENT 
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Our large output from factory 
(no v to consumer with no money 
wasted on fancy boxes and gold 
bands, enables us to put quality 
a in the Cigar. 
The “Hudson” is not made to — 


meet competition or for “cut 


66 99 rate’ sales, but for the man who c 
u SOMm enjoys a good smoke. 


CLev: 
The filler, the binder and the v 
. wrapper are the best tobaccos, C 
And realize the selected by an expert for our 
difference. exclusive use. Sr. Le 
V 
. . A trial box will convince you it C 
It is the Best Cigar is not necessary to pay fancy & 
for the price today. prices for a really good smoke. es 
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Order Christmas Cigars Now 


A Small Charge for Fancy Box if Desired 


THE HUDSON CIGAR COMPANY || r~ 


474 Florence Ave., WEBSTER GROVES, Mo. 


Member R. C. M. N. A. 
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EDITORIAL 


DAVID J. WOODLOCK, Editor 


A UNANIMOUS VERDICT 


No matter what our political opinions, we can- 
not but view the election of Mr. Harding as the 
unanimous verdict of the American people. The 
tremendous popular vote, and the large majority, 
in the Electoral College cannot but impress us all. 
Even that old crafty and determined politician, 
who three times leads his party to defeat, is said 
to have remarked ‘‘Don’t quote me as voting 
the Democratic ticket.” 

A recent publication quoted the President 
Elect as having said that we need ‘“‘less of the 
Government in Business and more Business in the 
Government.’’ This sounds mighty good, so let 
us all get together and have a real Business 
Administration. 





INTRODUCING 
MR. ALEXANDER JACOBSEN 


We are pleased to announce that Mr. Alex- 
ander Jacobson, who for the past year has been 
Secretary of the Commercial Bureau of the 
South Bend Chamber of Commerce, is now as- 
sociated with us as Assistant Secretary. He is 
thoroughly experienced in Credit Bureau and 
Organization work, was formerly with the Wis- 
consin Grocers Association and previous to that 
in the Retail Business for himself. 

He will visit towns and cities where the Credit 
Men desire to organize, and assist them to do so. 
His services will be rendered without charge, all 
we ask is that the members of these Local Asso- 
ciations join the National, thus bringing nearer 
the day when we will have an endless chain of 
such Local Associations in every city of impor- 
tance from coast to coast, linked together by the 
National for the Assistance and Protection of 
the Retail Merchant. 

Mr. Jacobsen is now working in Indiana and 
Michigan, and we will be pleased to hear from 
members who feel the time is ripe for his services 
in their city. 

This added service is another indication that 
the National Association is rendering a valuable 
service to the Retailer. 





OUR STATISTICAL PAGE 


I would like to call the attention of our mem- 
bers to the small number who responded to our 
call for statistics. Only about one per cent of our 
membership sent in the questionnaire published 
in the October Credit World. 

This is but the beginning of a department that 
will be of great service to each and every one and 
is an indication the National Office is endeavor- 
ing to give you value received for your member- 
ship fee. It can, however, only be made a com- 
plete success by your co-operation. 

All data is absolutely confidential; tio one need 
fear his firm name will be disclosed; in fact, when 
you send in the blank you need not sign it. 

It means additional work for the National 
Office to compile this record, and we would like 
to feel the effort is appreciated and the work 
worth while. Don’t fail to fill out this month’s 
questionnaire and mail to us at once for our 
December Statistical Page. D.J. W. 


NATIONAL THRIFT WEEK 
JANUARY 17-23, 1921 


The Board of Directors have voted to co-oper- 
ate in every way with the Y. M. C. A. in their 
conduct of National Thrift Week, and particu- 
larly Pay Your Bill Promptly day, January 292, 
Mr. F. H. Koch of Schumeman & Evans Co., St. 
Paul, Minn., is Chairman of the Committee, 
representing this Association, and members are 
urged to write him at once so this opportunity 
to impress upon the public the advantages of 
paying prompt'ly will not be lost. Local Associ- 
ation Secretaries should get in touch with the 
Y. M. C. A. Secretary in their city and offer 
their help. 


PITTSBURGH A GENEROUS HOST 


The Credit Department Methods and the Ex- 
ecutive Committee, who were in session in Pitts- 
burgh during the week of October 25th, are loud 
in their praise of the treatment they received 
The retailers, wholesalers and agency men vied 
with each other in entertaining the visitors. 
Realizing the committees had much work, the 
affairs were arranged to take place during the 
noon recess or evening dinner hour, even at the 
dinner dance at The Pines a special room was 


provided, where the committees worked while 
others danced. 
The entire committee attended the annual 


meeting of the Associated Retail Credit Men of 
Pittsburgh on Tuesday evening; a dinner dance 
of the Retailers at The Pines on Wednesday 
evening; a noon-day meeting of the Wholesalers 
on Thursday, and a dinner at the Pittsburgh 
Athletic Club on Thursday evening, as guests of 
Mr. F. A. Caten, owner of the Mercantile 
agency at Pittsburgh. 





AGAIN WE SAY COLLECT PROMPTLY 


We have always preached “‘Prompt Collec- 
tions,’’ but now is the time to practice what 
we preach. From all sections we hear re- 
ports of a falling off in the collections, and there 
is a well-founded belief among credit men that 
this winter will be a trying one on the retailer. 
The readjustment of conditions, reductions in 
wages, laying off of help, etc., will cause more 
people to need credit than ever before. Don't 
be caught with a large amount of past due ac- 
counts. 


Many members have no idea of the labor and 
expense connected with publishing the Credit 
World. With our present membership the aver- 
age cost of printing 10,000 copies of a 32 to 40- 
page book is $1200.00. Our convention number 
this year alone cost $4950.00. It took two and 
one-half tons of paper to print. These figures do 
not include wrappers and postage. 

We endeavor to reduce this cost by soliciting 
advertising, but this is a hard job unless we get 
in actual touch with the prospect, for that reason, 
we hope each member in purchasing office sup- 
plies will remem er to call the attention of the 
firm with whom he is dealing to the fact that the 
Credit World reaches 10,000 actual buyers each 
month. 
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No Extra Work or Delay 
In Producing Daily Reports 


Complete data on all Sales and Pay- 
ments; every transaction itemized, the 
whole daily history of the store’s business 
at your fingers’ ends, is the way an Elliott- 
Fisher System helps credit managers. 


No extra work, no trial balance troubles, 
no duplication, no blunders. 


The Elliott-Fisher Machine handles all 
work on a one-operation basis. 


All records of a purchase or payment 
made simultaneously and the work proved 
as it is done. 


This System, which is based on the 
Elliott-Fisher Machine, solves both your ac- 
counting and account intelligence problems. 


Let us refer you to an Elliott-Fisher user. 


ELLIOTT-FISHER COMPANY 
HARRISBURG, PA. 


BRANCHES IN 100 CITIES 


Elliott-Fisher 


Flat-Bed System of Accounting - Bookkeeping -Billing-Recording 
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PRESIDENT LAWO ANNOUNCES THE 
APPOINTMENT OF THE FOLLOWING 
STANDING COMMITTEES 


BANKRUPTCY 

Leslie Frank, Chairman, Packard Motor Car 
Co., Broadway and 61st St., New York, N: Y. 

H. R. Hickox, The Hickox System, Pittsburgh, 
Pa.; G. F. Wieland, Oppenheim, Collins Co., 
Philadelphia, Pa.; Jas. Fetterly, Trade Press Pub. 
Co., Milwaukee, Wis. 

FRAUDULENT BANK CHECK 

E. W. Nelson, Chairman, Rudge & Guenzel 
Co., Lincoln, Nebr. 

L. Michaels, O. S. Harris Co., Pittsburgh, Pa.; 
A. D. McMullen, Oklahoma City Retailers Ass’n, 
Oklahoma City, Okla. 


COMMITTEE ON CONCILIATION AND ARBITRATION 
AND MERCANTILE AGENCY 

A. Good, Chairman, Marks Isaacs Co., 711-725 
Canal St., New Orleans, La. 

Jos. B. Auerbach, Bloomingdale Bros., 153 E. 
59th St., New York. 

CONSTITUTION AND By-LAws COMMITTEE 

S. L. Gilfillan, Chairman, Minneapolis Asso- 
ciated Credit Exchange, Minneapolis, Minn. 

L. S. Crowder, Mandel Bros., Chicago, IIl1.; 
E. H. Furth, H. C. Capewell Co., Oakland, Calif. ; 
Alfred C. Moreau, E. S. Brown Co., Fall River, 
Mass.; Mrs F. W. Dortch, Underwood Type- 
writer Co., Memphis, Tenn. 

COMMITTEE ON CO-OPERATION WITH NATIONAL 
Dry Goons ASSOCIATION 

Frederick W. Walter, Chairman, Gimble Bros., 
New York, N. Y. 

Alfred J. Obst, Peoples Credit Co., Boston, 
Mass.; E. B. Schick, Crowley, Milner Co., De- 
troit, Mich.; C. C. Driver, May Company, 
Cleveland, Ohio; H. E. Kindig, A. T. Lewis & 
Son, Denver, Colo.; C. F. Roadnight, The Cres- 
cent, Spokane, Wash. 


COMMITTEE ON CO-OPERATION BETWEEN 
WHOLESALER AND RETAILER 

David J. Price, Chairman, W. & J. Slone Co., 
575 Fifth Ave., New York, N. Y. 

Leroy T. Pease, Ovington Bros., 314 5th Ave., 
New York; Louis P. McMahon, Wm. Filene’s 
Sons Co., Boston, Mass. 

CREDIT DEPARTMENT METHODS COMMITTEE 

Franklin Blackstone, Chairman, Joseph Horne 
Co., Pittsburgh, Pa. 

D. W. Ahl, The J. L. Hudson Co., Detroit, 
Mich.; J. H. Barrett, Stewart & Co., Baltimore, 
Md.; Sidney E. Blandford, The R. H. White & 
Co., Boston, Mass.; Irving C. Brown, L. Bam- 
berger & Co., Newark, N. J.; W. T. Snider, 
Scruggs, Vandervoort & Barney D. G. Co., St. 
Louis, Mo.; M. J. Solon, The Dayton Co., Min- 
neapolis, Minn.; J. B. Auerbach, Bloomingdale 
Bros., New York N. Y.; E. W. Knapp, Mabley 
& Carew Co., Cincinnati, Ohio. 

CREDIT LITERATURE COMMITTEE 

R. H. Poindexter, Chairman, D. 
Berger & Teitlebaum, Nashville, Tenn. 

Jas. Wilson, Denholm & McKay, Worcester, 
Mass.; F. H. Koch, Schuneman & Evans, St. 
Paul, Minn.; F. E. Kuhn, Kuhn, Cooper & Geary, 
Nashville, Tenn.; W. R. Arthur, L. S. Donaldson 


Loveman, 


Co., Minneapolis, Minn.; Jas. A. Smith, D. H, 
Holmes Co., New Orleans, La.; F. E. Conner, 
Bonwit, Teller Co., Philadelphia, Pa. 

CREDIT WORLD COMMITTEE 

E. B. Heller, Chairman, Heller & Livingston 
Clothing Co., St. Louis, Mo. 

Wm. J. Starr, Retail Credit Men’s Association, 
Boston, Mass.; Wm. H. J. Taylor, Franklin 
Simon Co., New York, N. Y.; W. P. Burton, 
Hahne & Co., Newark, N. J.; Miss Olive Schloss, 
Jul. Goodman, Memphis, Tenn. 

LEGISLATIVE COMMITTEE 

E. H. Ward, Chairman, Burgess-Nash Com- 
pany, Omaha, Nebr. 

Max Fischer, Woodward & Lothrop, Wash- 
ington, D. C.; Hy. Schuler, Townsend, Wyatt & 
Wall, St. Joseph, Mo.; S. E. Edgerton, Broadway 
Department Store, Los Angeles, Calif.; Herman 
Steinberg, 299 Madison St., New York, N. Y.: 
C. L. Olson, Mannheimer Bros., St. Paul, Minn.; 
E. U. Berdahl, Retail Merchants Association, 
Aberdeen, S. D. 

Pay Your BILL PrompTLy Day COMMITTEE 

F. H. Koch, Chairman, Schuneman & Evans, 
St. Paul, Minn. 

. C. P. Younts, Barringer-Norton Co., Houston, 
ex. 
CREDIT CO-OPERATION COMMITTEE 

F. W. Hardcastle, Chairman, 
Rothschild, Chicago, Ills. 

Wm. Monnig, Jr., Vice-Chairman, 
Dry Goods Co., Ft. Worth, Tex. 

C. J. Allen, Young-Quinlan Co., Minneapolis, 
Minn.; S. J. Levit, Levit’s Department Store, 
Portland, Ore.; O. L. Welch, Eisenberg’s, Balti- 
more, Md.; C. J. Nolan, Duluth Glass Block 
Store Co., Duluth, Minn.; F. E. Baker, F. N. 
Arbaugh Co., Lansing, Mich. 


TULSA BREAKS RECORDS 


Some of our members question the wisdom of 
our taking up so much time with the bad check 
problem, and to those we would like to show a 
list that has just reached the National Office 
from Tulsa. It contains 1980 names of checks 
that have been refused by the banks of that city. 
A few were stolen, but the large majority were 
fraud. 

These were not listed by the banks, but taken 
from the records of Mr. Rayson’s Bureau. 

Tulsa is either the rendezvous of all the crooks 
of the country, or else they have a very efficient 
credit bureau for tabulating these worthless 
checks. We are inclined to believe the latter is 
the case, but, be that as it may, there is much 
food for thought in the report from Tulsa. 


Maurice L,. 


Monnig 


MORE TROUBLE FOR THE CREDIT MAN 

Now comes a report from the East that some 
of the large manufacturers, because of the numer- 
ous pay roll robberies, have decided to transact 
all ‘business by checks, and employes who for- 
merly were paid in currency will hereafter receive 
a check each pay day. 

That means they will be forced to cash them 
somewhere, and the retail merchant will, no 
doubt, get the large majority. This only opens 
up greater possibilities for the forger, and means 
the credit man must be more careful than ever 
when cashing checks for those not personally 
known to him. 
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As explained by Mr. H. L. Tayler, cf 
Bloomingdale Brothers, New York City. 
The problem of keeping ‘‘accounts 
receivable”’ in retail stores is one 
which presents several unique points. 


Mr. Tayler’s valuable analysis and 
description of this system was re- 
cently published in ‘‘ Women’s 
Wear’’. There are suggestions and 
ideas in it that can be applied to any 
retail accounting and will undoubt- 
edly be interesting and helpful to 
any accounting department. 

The Dual Plan is in use today in 
many department stores, large and 
small, throughout the United States. 
Successful installations are in opera- 
tion,fromthesmallstore that requires 
but one machine to the large store 
that requires sixty-five machines. 
The opinions of these merchants and 
reprints of Mr. Tayler’s analysis 
will be sent to any merchant on re- 
quest. For your convenience the 
coupon below is the handiest means 
of requesting these opinions. Fill in, 
clip it and mail it today. 








UNDERWOOD TYPEWRITER COMPANY 


UNDERWOOD BUILDING 


NEW YORK CITY 
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RECIPROCAL CO-OPERATION 





Clearing Ledger Information Through 
a Central Bureau 


By W. S. Rapway, of Boston, Mass. 

I am asked to prepare a paper on this subject 
for the reason that as a proposition it has proved a 
satisfactory one in Boston, and our own merchants 
are so well pleased with its operations (though 
not perfect) that it has been explained and ap- 
proved of to other merchants throughout the 
country, and you will find merchants in prac- 
tically every city who are anxious for and in 
many cases demanding the establishment of 
such a system in their own city, and if their local 
facilities are unable or unwilling to meet the de- 
mand, other and perhaps new organizations will 
be formed that will give them what they want 
and will have at any cost to themselves. 

The Clearing of all References through the 
central bureau is one of the most important de- 
partments of a Credit Reporting agency or 
bureau for many reasons, and I speak from ten 
years’ experience in conducting one. 

Personally, I think that any store that depends 
exclusively on references or that opens a charge 
account on references only is making a great 
mistake and taking chances that only a gambler 
should be willing to take for the reason that the 
stores referred to may have some special knowl- 
edge that enables them to collect the account or 
may have a guarantor of the account, and if, as 
so often happens, a small store says ‘“‘If so and 
so (mentioning a house known to have an ef- 
ficient credit department) carries the account 
it must be good and if the customer pays them he 
or she will pay me,’’ they stand to lose money or 
be at the expense of collecting through an agency 
orattorney. The better way, of course, is for the 
store to secure a special report in all cases giving 
the references and all other information furnished 
by the customer to the agency or bureau at the 
time of making the inquiry and demand verifica- 
tion of all the statements and the ledger experi- 
ence of the houses referred to and others known 
to have had dealings with the customer. 

The stores of any city should all be desirous 
and make some arrangement to clear all ledger 
experience through a central bureau in order to 
secure accuracy, speed, elimination of duplication 
and future records to be referred to later. 

Accuracy—If a reference from one house to 
another goes direct it may or may not receive 
the attention it deserves, and if there be no recog- 
nized system among the stores for such work and 
the inquiries come in in quantities, they are apt 
to be handed over to any clerk who may at the 
moment be free to attend to them and the replies 
are sure to be negligent and indifferent. 

Speed—If inquiries come in infrequently they 
are apt to be allowed to accumulate until some 
clerk is free to give them indifferent attention 
and if they come in from the smaller stores to 
the large houses in great quantities, the latter 
feel that the privilege is being abused and are 
much more apt to neglect that personal atten- 
tion which each and every one should receive. 

Duplication—Especially is the above true if the 
house replying finds that many of these inquiries 
have just been answered to one or more other 
stores on the same customer. You know when 
a shopper starts out to open accounts he or she 


seldom stops at one store, but goes to several, 
and almost always mentions the same reference 
or references, hence the duplication at the store 
or stores when the inquiries come in to them. 

Records for Future Reference—Many cus- 
tomers maintain one or more accounts which 
they pay promptly or fairly so and to whom they 
refer all others when opening new accounts, but 
are not so careful as to how they pay the others: 
and, when the account is closed at one of these 
for non-payment, unless there is a central bureau, 
there is no means of the others being notified to 
look out for trouble. 

Then again, most of these inquiries, when made 
direct, are by messengers from one store to an- 
other, and in the larger stores the congregation 
of these messengers in their offices at certain 
hours of the day are a nuisance at times almost 
unbearable. 

The stores should also realize that this infor- 
mation should be cleared through their local re- 
porting agency or bureau, in order that they may 
secure all information on a customer from one 
source and not be compelled to be at the expense 
of supporting two or more such sources of infor- 
mation, because ultimately the merchants do 
support all such mediums of exchange of infor- 
mation, which are in reality clearing houses for 
this purpose. 

The agencies or bureaus should also be desir- 
ous and make arrangements to clear ledger ex- 
perience for all their subscribers for their own 
salvation, as merchants, I repeat, are coming 
more and more to demand this service, and if 
they cannot secure it through already established 
institutions it is only to be expected that they 
will establish some other clearing house by which 
they can obtain what they want. 

In one city are cleared over one hundred 
thousand such ledger experiences furnished as 
references each year, and it has resulted in elimi- 
nating the need of securing from subscribers 
yearly lists of customers with revised ratings, as 
each reference cleared is a revised rating on the 
customer and results in seventy thousand new 
or revised names for the printing of the new book. 
An average of over one thousand mew names each 
month is one result of the system in the particular 
city referred tc. This in itself is a great benefit 
to the agency as you can readily see, and when 
you add the advantage of being promptly posted 
on all parties seeking new charge accounts it 
puts you in an almost impregnable position 
regardless of the immediate revenue to be ob- 
tained. 

All subscribers should sign an agreement to 
ask no information from another merchant and 
to furnish none to any other except through the 
central bureau for the very distinct reason that 
all three parties are individually benefited by 
so doing. 

This is true co-operation in its fullest sense. 

Now, if the benefits are so excellent when 
practiced locally, would they not increase if 
practiced nationally? 

A number of bureaus are so organized that if 
a merchant in one city sends to a merchant in 
another city for reference, the second merchant 
turns over his information to his local bureau in 
order that it may be reccrded there, and the said 
bureau sends it back to the agency or bureau in 
the inquiring city for recording and delivery to 
the enquirer. I have particularly in mind the 
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city of Los Angeles, but there are a number of 
others who do the same thing, and if each mem- 
ber of the N. A. M. A. were equipped to do this 
work and could get the local merchants to co- 
operate in the above manner, the benefits to all 
parties to the arrangement would be immeas- 
urable. 

Your directors, after careful study of this 
proposition, unanimously voted to recommend 
to every member that they immediately under- 
take to equip themselves to handle this work 
and make a thorough canvass of their subscribers 
to get them interested and enthused to put it 
over, and personally and for the good of each and 
every member of our organization, I hope tha 
during this coming year you will each person- 
ally take up the campaign and that before many 
months each of you will be in a position to re- 
ciprocate in this splendid work, to the end that 
our National Association will justify itself to all 
merchants throughout the land and, as inter- 
national relations improve and increase, that this 
achievement will prove of such value that it will 
be adopted throughout the civilized world. 





A GOOD SUGGESTION FROM SEATTLE 


The enclosed form has just been put into use 
by our Association, and may be of interest to 
you in connection with your department cli 
credit literature. 

The National Convention, as you know, went 
on record as favoring the clearance of all credit 
inquiries from other cities through the local 
bureaus, rather than by direct replies by firms. 





The Port of Missing 


Men and Women 


roy OW MANY accounts 

have you lost track 
XY] of in the last five 
—— years? 


We are not a collection 
agency, but have a locat- 
‘ ing proposition that should 
interest you. 


Let us send you our 
circular letter 


Main Messenger Co. 
237 Griswold Street, 2nd floor 
Detroit, Micx. 








However, it appeared to us that the firm ad- 
dressed should make an immediate and direct 
reply, until such time as all inquirers are informed 
as to the proper bureaus to address in other 
Cities. 

This form provides an immediate answer, and 
at the same time passes the inquiry on to our 
bureau, which in turn will send complete report 
to the inquirer’s bureau, thus centralizing the 
information for the benefit of all. 

In connection with this matter, it would seem 
a good plan for the Credit World to publish the 
names of the rating bureaus of the different 
cities to which inquiries should be sent. 

C. W. LocKArRD. 
Sample.—Enclose in self-addressed envelope to 
inquirer. 





We wish to acknowledge your inquiry on 
Mrs. John Jones, 
Formerly of 1010 Main St. 
Seattle, Wash. 
Our rating is: 


Old Vv 
ACCOUNT 
| New 
HIGHEST CREDIT ....$150.00 
| Prompt 


| Satisfactory... ¥ 
PAYMENT ...... ) 
Fair 


| Slow 
(In full 1 to 3 mos.) 


We have referred your inquiry to the Seattle 
Retail Credit Association, 3105 Arcade Building, 
Seattle, who will forward complete report to your 
local reporting agency. 

Frederick & Nelson 
Seattle, Washington. 
Oct. 11, 1920. 


Wanted to locate, Mr. L. A. Nece, last heard 
of on or about October 25th, 1920, Oklahoma 
City, Okla.; also lately in St. Louis, Mo., where 
his wife’s mother resides. Party is supposed to 
be making his way to Los Angeles, Calif., or 
Dallas, Texas. He is an automobile salesman 
and mechanic by profession. Very large man- 
and will weigh about 200 or 225 pounds, dark 
complexioned, dark hair, and inclined to smile 
quite a good deal. Party recently selling Stude, 
baker automobiles in Birmingham and Gadsden, 
Ala. Several parties in Birmingham will be in- 
terested in learning his address. 

Advise the National Office if you know of his 
whereabouts. 





Here is something that will help increase your 
faith in human nature. During the past year 
Sears, Roebuck & Co. received about $70,000,000 
in personal uncertified checks. The loss by bad 
checks amounted to less than $16,000, about one- 
fortieth of one per cent. 
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THE HICKOX SYSTEM 


BESSEMER BLDG. 
PITTSBURGH, PA. 


=) 
COLLECTS 








9,000 References 
Established 1907 


on the Rock of Service 





PROFIT AND LOSS ACCOUNTS, EVERYWHERE, FOR 50 PER CENT 
No other charges 


WRITE FOR SPECIAL RATES ON ACCOUNTS 
LESS THAN ONE YEAR OLD 





Members 
Retail Credit Men’s Association 
Pittsburgh Association of Credit Men 
Cleveland Retail Credit Men’s Co. 
Kiwanis Club 
Pittsburgh Chamber of Commerce 








FROM DENVER, COLO. 


Look out for bogus check operator, passing 
checks printed on cheap quality light blue paper, 
printing bold face, fancy type, black ink. Lower 
right hand corner is printed the words ‘‘By—— 
Treas.”’, above which the words ‘‘Rogers & 
Underwood, R. R. Contractors,’’ stamped with 
rubber stamp, red ink; uses protectograph, red 
ink. If party appears in your community, wire 
this office, the Burlew Detective Service, and the 
Police Department, Denver. 

Operator described as follows: 5 feet 8 inches 
tall, age 30 to 35 years, weight 165 pounds, dark 
complexion, dark hair, wore dark clothes and 
dark crushed hat, stiff collar, narrow dark bow 
tie; he claimed to be employed by the Union 
Pacific Railroad Co.; was “easy going” in his 
manner. 

Also, Look out for man, said to be A. B. 
Radison, using style ‘‘Radison Sales Co.,’’ claim- 
ing to represent the Sanichew Gum Co. of Chi- 
cago. He has issued numerous short checks in 
Denver. He orders goods sent to his “‘office’’ 
C. O. D., and gives a worthless check in settle- 
ment. Worked Denver, week of October 18th; 
opened a small stall in a public market, made a 
big pretense at being an important business 
man, etc. 

Description: Is about 35 to 40 years of age, 
well dressed, inclined to be slender, has a woman 
companion with him. If you hear of him, wire 
this office, Burlew Detective Service, and the 
Denver Police Department. 


NEW LOCAL ASSOCIATION 
AT QUINCY, ILL. 

Through the efforts of Mr. L. E. Gillhouse of 
Halbach-Schroeder Company, and Mr. Herman 
F. Jochem of the Model Clothing Co., a Retail 
Credit Men’s Association has been organized at 
Quincy, Ill. They will install a central rating 
bureau, and as the Association has the support 
of the Retail Merchants Association their success 
is assured. 


PROVIDENCE ORGANIZES 

Through the efforts of Mr. Joel Pincus, of 
“The Outlet Co.,’”’ who is State Chairman for 
Rhode Island, a Retail Credit Men’s Association 
has been organized at Providence. Mr. Edw. 
Donahue, of Felden Thurber Co., was elected 
President, and thirty-five members have been 
enrolled. 





POSITION WANTED 
Credit man of long experience desires con- 
nection with good firm. Southwest or South 
preferred. Now has very good connection, but 
desires to make a change for personal reasons. 
Notify Box Number R.T.O., or c/o Credit World. 


POSITION WANTED 
Woman credit manager, 11 years’ experience, 
8 years assistant credit manager large depart- 
ment store, 3 years credit manager ladies’ spe- 
cialty store, desires position of greater possi- 
bilities. References convincing. Address Box 
495, c/o The Credit World. 
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STORES MUST CURTAIL CREDIT, SAYS 
RETAIL SECRETARIES AT TOLEDO 


Lynn Revenaugh, Manager of the Columbus 
Retail Merchants’ Association, and in charge of 
the Credit Bureau of that organization, attended 
a conference of secretaries and managers of retail 
merchants’ associations from all parts of the 
State, says: 

“The necessity for curtailing credits was pointed 

out by many members, who claimed that there 
is no limit to the amount of credit which some 
people are asking. The condition has reached 
such a stage, said the managers, that unless 
something drastic is done, credit expansion will 
go beyond all reason. The need of the various 
organizations keeping in closer touch, so that 
people who move from one town to another, 
when they have reached their credit accommo- 
dations, can be tracked down, was emphasized 
by all. Closer interchange of credit information 
was arranged for.”’ 





J. W. METCALFE, SECRETARY OF THE 
OMAHA ASSOCIATION, SAYS: 


“Trade conditions at this time suggest that 
the closest scrutiny be accorded your retail 
account. 

“Do not extend credit carelessly. 

“Investigate your risks before you charge the 
account—find out how they are paying others— 
material and labor cost money; bad accounts on 
your books are of very uncertain value. 

“If you are not systematically checking up your 
present ledger accounts, you should do so for 
the protection of your firm. 

“Our judgment leads us to believe that in the 
next two years more credit risks will change for 
the worse in their manner of paying than has 
been the case in the past five years. 

“So, we say, keep posted on the pay habits of 
even those whom you have heretofore trusted 
without question.’’ 





FROM THE OKLAHOMA BULLETIN 


WATCH CREDIT RISKS 


With the tightening of credits by the banks, 
it becomes obvious that it is more important 
than ever that you should watch your credit 
risks. Every day cash is becoming more and 
more convenient in transacting business. If you 
permit all your available funds to be tied up in 
credit risks you will find yourself handicapped 
in the conduct of your business. If anyone is to 
be financially embarrassed, it better be your 
customer than yourself. When you extend credit, 
be sure of your risk and have a definite date of 
payment understood and see that it is strictly 
observed. Loose collection methods constitute 
a positive danger to every store in which they 
find lodging. With the present cost of merchan- 
dise it does not take long for an account to count 
up in real money.—The Merchant. 


TRADE CONDITIONS 


LOS ANGELES SAYS: 


“The best credit insurance you can obtain is 
to have the name of every account on your 
books listed on our records. The account that 
is good today may be bad tomorrow. Disturb- 
ances in income during this period of re-adjust- 
ment are frequent. We can not warn you if we 
have no evidence of your interest.” 





OMAHA, NEBR., ASSOCIATION SAYS: 


“Trade conditions at this time suggest that the 
closest scrutiny be accorded your retail account. 
Do not extend credit carelessly. Investigate 
your risks before you charge the account—find 
out how they are paying others—material and 
labor cost money; bad accounts on your books 
are of very uncertain value. If you are not sys- 
tematically checking up your present ledger ac- 
counts you should do so for the protection of 
your firm. Our judgment leads us to believe that 
in the next two years more credit risks will change 
for the worse in their manner of paying, than has 
been the case in the past five years. So, we say, 
keep posted on the pay habits of even those whom 
you have heretofore trusted without question.” 





FROM THE TULSA BULLETIN 


Ledger Report Indicates Gradual Slowing Up 
of Collections 


The ledger report for November Ist contains 
reports from practically the same number of 
firms as that for August 1st, yet it has four more 
pages of past due accounts. This would indi- 
cate a slowing up of collections, at least among 
the class of firms reporting. The November 
Report is especially important inasmuch as it is 
issued just at the opening of the Holiday season, 
and with Fall Buying well launched, and appli- 
cations for credit increasing as never before. 





FROM OKLAHOMA CITY 


Credit Applications seem to be on the increase, 
having a tendency to show that more people are 
asking for credit accommodation than formerly. 
The proportion of accounts declined, however, is 
increasing. The Credit Men feel that credit 
accounts at the present time should be opened 
only after full investigation has been made and 
results satisfactory. Greater co-operation is 
given by the Credit Men to the Rating Bureau 
in an endeavor to learn the total amount of in- 
debtedness even on current accounts. 

Collections are reported as being a little slow. 
Credit Men are inclined to feel that greater effort 
should be put on collections now than ever before. 
The fact that a number of items of merchandise 
will in the near future decline in price is another 
reason for insisting that all accounts be paid on 
the due date. Members of the Credit Men’s 
Association are now allowing accounts to become 
far past due prior to seeking assistance of their 
collection attorney. 
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HOW MR. NELSON VIEWS THE RETAIL 
CREDIT MEN’S NATIONAL 
ASSOCIATION 

The following letter, written by Vice-President 
Nelson, contains such a good thought, we publish 
it in its entirety. 


Lincoln, Nebr., November 5, 1920. 
Blank, Blank & Co., Ogden, Utah. 
Gentlemen: 

We are so much interested in the success and 
development of the Retail Credit Men’s National 
Association that we feel sure you will excuse us 
for taking the liberty of addressing you, a strang- 
er, but, after all, a fellow merchant interested to 
a large extent in all things which make for the 
safer and better business methods. 

National Secretary Woodlock is so intensely 
interested in the success of our National organ- 
ization that he seriously regrets the loss or possi- 
ble loss of a single member, and he therefore calls 
upon one or more of the officers of our Associ- 
ation to speak a good word for the ‘‘cause,’’ as 
a good salesman should, when he finds the ‘‘sale’’ 
is ‘‘slipping.”’ 

Secretary Woodlock has, therefore, asked me 
to say a word or two in behalf of our National 
Association in the hope that a brief review of 
our firm’s experience with that organization may 
possibly lead you to feel that it will be to the in- 
terest of your company to renew your member- 
ship in the Retail Credit Men’s National Asso- 
ciation. 

We have been members of the National Asso- 
ciation for about five years and have received so 
many benefits therefrom, both directly and in- 
directly, that we would not think of dropping the 
membership. It has been the writer’s privilege 
to do considerable work, in various ways, for the 
National Association, both on his own time and 
on our firm’s time, and we can conscientiously 
say that we firmly believe that the benefits re- 
ceived have amply repaid us for the efforts ex- 
erted, with a good large measure to spare in 
favor of the National Association. 

The especially satisfactory results frequently 
experienced through our communications with 
members throughout the country, have often 
made us feel that such results were due, in some 
measure at least, to the fact that our corre- 
spondence or acquaintance showed the merchant 
or member inquired of that we were members of 
the National Association interested in the better- 
ment of credit and business conditions. It seems 
as though this membership gives an added zest 
to the interest taken by our correspondent in 
our inquiry. 

Our membership in the National Association 
enables us to ask for information or assistance 
anywhere in the country with a clear conscience, 
as it seems to be a well-established fact that the 
existence of such membership ipso facto assures 
the correspondent that requests coming to us at 
any time from him or anyone will receive very 
best attention, therefore, answers reach us very 
promptly in nearly all cases, and many of them 
show that our correspondent has taken a great 
deal of pains to obtain the information for us. 
The membership list which the National Office 
will shortly publish and deliver to members of 
the Association at cost, will undoubtedly prove 
very helpful to every credit man in handling his 
trade inquiries of various kinds. 





The spirit of co-operation developed through 
association with local and other members, as 
well as through correspondence with each other 


and attending the National Convention and 
reading the monthly magazine, ‘“‘The Credit 
World,” develops a remarkabiy fine spirit 


amongst our members, resulting in many cases 
in numerous voluntary helpful services, such as 
“tipping it off’’ to a friend in Ogden for instance, 
when a bad one or a slow one is found to have 
moved from Lincoln to Ogden, with the result 
that such information generally gets into the 
credit files of the party’s new home city, so that 
the merchants in his his new location are fre- 
quently able, by reason of that information, to 
avert losses or safeguard the account, so that 
they can deal with the newcomer in a reasonably 
satisfactory way. 

The writer has personally sent many com- 
munications of this kind to the new home city 
of departed Lincoln people and has also received 
many warnings of this kind. This friendly prac- 
tice is growing very rapidly and bids fair, in a 
short time, to become a very valuable factor of 
National Association membership without ex- 
pense or much effort to anyone and of great 
value to the newly interested or probably inter- 
ested merchant. 

The fraud check warning service, which our 
National Office and the Check Committee have 
been developing for the past year, is beginning 
to produce some splendid results, and it is con- 
fidently believed that the plan will prove very 
helpful to merchants in interested zones as soon 
as it shall have been fully developed and put into 
working order. 

The Credit Literature Committee have been 
doing splendid work for the past few years, es- 
pecially for the last year or so, and now have 
ready for lending to various Association cities, 
some albums containing the best credit forms of 
merchants over the country. Any credit man 
could study the forms in this album with a great 
deal of profit and undoubtedly obtain ideas 
therefrom which could be adapted in his own 
office. 

This committee is now preparing a brochure 
containing the best advertisements used in 
various parts of the country in support of ‘“‘pay 
up’’ campaigns. It is expected that this brochure 
will also contain reports from merchants and 
credit men concerning their experiences as a 
result of these pay up campaigns, the methods 
pursued in operating the campaigns and the 
cost thereof. 

This brochure should be very helpful to the 
merchants in any city who are contemplating a 
pay up campaign. The committee service is 
performed gratuitous and the expense to the 
members for the cost of these brochures will 
merely cover the cost of printing the same. 

The work of the album is all done gratuitous 
by the committee, and the National Office has 
borne, from the general treasury, the necessary 
expense for constructing the album. Members 
or cities obtaining the album merely have to pay 
the round trip transportation charge on the 
albums. 

The Credit Department Methods Committee, 
consisting of credit managers from Joseph Horne 
& Co., Pittsburgh, Dayton, Minneapolis; J. L. 
Hudson Co., Detroit; Stewart & Co., Baltimore, 
and Baumberg & Co., Newark, held a four days’ 
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session in Pittsburgh recently, in which they 
earnestly canvassed answers to about sixty 
questions rez sarding forms used in leading stores 
and operating methods as well as considering 
suggestions for improvement. This committee 
will probably issue, in the near future, through 
the Credit World or a special bulletin, a sum- 
mary of their deliberations and some blanks which 
may possibly be profitably adopted by any 
merchants interested therein. 

The members of this committee gave their 
time and paid their own expense to attend this 
meeting, or had them paid by their employer, 
and the results of their work will be available at 
an early date to any interested members of our 
Association without expense except possibly 
paying for the actual cost of printing their réports. 

Some very good articles regarding various 
credit matters and business topics are published 
in our monthly magazine, and many members 
have been greatly helped thereby. A criticism 
received by the writer, of an article contributed 
by him to this magazine about three years ago, 
opened our eyes to a better method of handling 
one feature of our own business, which has been 
a great help to our firm. 

Desiring to make this letter as brief as possible, 
I have only touched upon a few of the “high 
spots.”” I could go on at great length in telling 
you of many, many helpful services enjoyed by 
the writer and by many of his acquaintances in- 
cident to our membership in the National Asso- 
ciation, but I hardly feel that it would be just 
right for me to intrude further upon your time 
and attention at this time. 

May I close by expressing the earnest hope 
that your membership in our National Associ- 
ation will be immediately renewed and that you 
will arrange to have the Credit World given to 
your credit manager for his personal and careful 
perusal. 

I have often stated, when urging a member to 
become a member of our Association, that I 
would personally refund his membership fee, if 
he told me, towards the close of the trial year, 
that he had not gotten his money’s worth out 
of the year’s membership, even though he had 
followed the magazine closely and called upon 
members of the Association from time to time 
for trade information or other assistance and I 
do not have the slightest hesitation in saying to 
you herein that I will hold myself responsible 
for personally refunding your membership fee 
for the new year if you should feel like writing 
me next October that you have been disappointed 
with your investment. I feel perfectly safe in 
making this offer, because I have never yet been 
called upon to redeem the pledge. I have, on 
the other hand, received many letters to the 
effect that the membership had been found 
mighty well worth while. 

Trusting the matter may have your earnest 
and careful consideration and that you may see 
your way clear to promptly write Secretary 
Woodlock with your check for $5.00 to renew 
your membership in the National Association, 
Iam, with all best wishes, Yours very truly, 


“STOLEN 
The following Liberty Bonds, each for $100.00, 
were stolen on November 17th, from the store of 
Kuhn, Cooper & Geary Co., Nashville, Tenn.: 
4964978, 4964979, 4964980. all of the fourth issue. 
Watch for them, and wire National Office. 


OUR ASSISTANT SECRETARY 





ALEXANDER JACOBSEN 


As Assistant Secretary of the Retail Credit 
Men’s National Association, I take great pleasure 
in making my bow to its officers and members. 

Twenty years of my life have been spent in the 
interests of the American retail merchant. This 
time has been devoted to organization and to 
obtaining effective co-operation and beneficial 
legislation. If you have no organization or if 
your organization is not functioning to the entire 
satisfaction of everyone concerned it is my mis- 
sion to render assistance. 

The reason for the failure of local retail credit 
organizations to obtain results in the past is the 
lack of concrete fundamentals upon which to 
base their efforts. In spite of the skeptical atti- 
tude displayed by many retailers, I have demon- 
strated that a retail credit organization, properly 
conducted, cannot fail of results. 

It is our desire to extend the benefits provided 
by the Retail Credit Men’s National Association 
to every city in the land and eliminate the un- 
desirable element that has been the barnacle on 
the ship of commerce for many years. 

To those interested in a service of this type, 
please address Mr. D. J. Woodlock, Secretary of 
the Retail Credit Men’s National Association, 
801 National Bank of Commerce Building, St. 
Louis, Mo. 


ALEXANDER JACOBSEN. 


THREE THINGS EVERY MEMBER 
SHOULD HAVE 


A roster of the membership - - - - - $1.00 
A lapel button - - - - - - - - 25 cents 


An emblem cut for use on letter heads and 
statements - - - - - - - - - 50 cents 


Order from the National Office. 





















THE CREDIT WORLD 





Send us the names of your “skips’”’ with last known ad- 
dress, names and addresses of relatives and references. 


Send ten cents, for registration fee, in 
postage, with name of each “‘skip.’’ 


p.______ 


If We Locate Them You Pay Us One Dollar— 
No Charge If We Do Not. 


REFERENCES 
D. J. WoopLock, 
National Secretary Retail 
Credit Men’s Association. 
Hetier & Livineston CLoru- 


ai. 803 National Bank of Commerce Bld¢., 


A. J. Kruse, 
Supt. Credit Bureau, 
St. Louis, Mo. 


WE LOCATE SKIPS!!! 


NO RESULTS—NO PAY 


NATIONAL TRACING CoO. 





























ST. LOUIS, MO. 





SPECIAL WARNING 


The National Office has some special informa- 
tion regarding party giving name of A. B. Radi- 
son, claiming to be salesman for Sanichew Gum 
Co., Chicago. If you know his whereabouts, 
wire us. 





CREDIT MANAGEMENT COURSE 
AT UNIVERSITY OF DENVER 


On November 11th there was inaugurated a 
special School of Credit Management, conducted 
by the School of Commerce, Accounts and Fi- 
nance of the University of Denver. This is the 
first course of its kind to be offered in the West 
and it affords a most extraordinary opportunity 
to all who are now engaged in credit work as well 
as to all others who wish to make thorough 
preparation for it. 

The classes will be under the general direction 
of Charles M. Reed, assistant secretary of the 
Retail Credit Men’s association. It will be an 
intensive ten-weeks’ course conducted according 
to university standards, with tests, assigned 
readings, exercises, lectures and quizzes. The 
sessions will be held in the rooms of the School of 
Commerce. The time of meeting is fixed to suit 
the convenience of all office workers, 5:40 p. m., 
each Thursday from November 11th to January 
13th. 

This course will be taken by juniors and seniors 
in the university and by business men and women 
who desire a greater mastery of this subject. 





FROM MARSHALL, TEXAS 

The following warning comes from the R. M. A. 
of Marshall, Texas: 

On November 8th a woman, about 35 years of 
age, 5 feet 10 inches or 6 feet in height, weighing 
about 175 to 185 pounds, dressed in plain black 
suit, the coat of which buttoned down the front, 
wearing a broad brimmed hat of black velvet, 
came into our store and made purchases to the 
amount of $70.85, and offered in payment a 
check for $75.00 drawn on the Texarkana Na- 
tional Bank of Texarkana. We became sus- 
picious and telephoned to the Texarkana Bank. 
The telephone line was out of order, and before 
we could get an answer the woman had taken 
the train for Shreveport. In answer to our call, 
Texarkana stated that the woman had no ac- 
count there, had already sent one check in last 
week, and that they were trying to locate her. 

Today we sent two of our men to Shreveport 
to see if we could catch her, and in the event we 
could not, we wanted to protect the Shreveport 
merchants as much as possible. While there, 
we found that she had passed two checks on the 
merchants there, one for $40.00 and the other for 
$25.00. The $40.00 check was drawn on the Tex- 
arkana National Bank, same as ours, but the 
signature was Mrs. J. C. Holder. The $25.00 
check was drawn on the Monroe Bank, and as 
the police had the check the name signed could 
not be ascertained. The check given us was 
signed Mrs. Pearl B. Knott. We learned in 
Shreveport that she left there this morning on 
Passenger Train No. 25, coming West. 
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By GEo. WATERFORD, "Credit Mev. “Best & Co., 


THE RETURNED GOODS EVIL AND DISCOUNT POLICY 


New York. 


Rae is the eleventh of a series of twelve aeute ‘oie weentes by the Educational Committee 


of the New York Association, of which Jos. 


The subjects given me to present to you are 
not in any sense academic ones, nor are they sub- 
jects which can be treated in any set or pre- 
scribed manner. 

All the other briefs presented by the Educational 
Committee have been those dealing with depart- 
ment methods or systems. But the subjects 
“Returned Goods” and ‘‘ Discount Policies,’ from 
whatever angle they may be viewed, are purely 
house problems and, for the reason that execu- 
tives of mercantile houses have different views 
upon these subjects, they offer a wonderful field 
for discussion in the open forum of our Associ- 
ation. 

Realizing that opportunity, I have very 
briefly stated conditions, pro and co, and hope 
to produce a whole-hearted discussion upon both 
subjects. 

While knowing that some of the following 
statements will conflict with the practice of dif- 
ferent concerns, I assure you they are entirely 
impersonal, and I trust you will give me credit 
at least for having the courage of my convictions. 


RETURNED Goons Evi. 


Prior to 1914 there was absolutely no general 
rule relative to the time limit upon return of 
merchandise. Customers returned their pur- 
chases any time, any how. During 1914 some of 
the largest merchants of the country conceived 
the plan of educating the public to a seven-day 
limitation for the return of merchandise, which 
the public generally accepted, and strange to 
relate it worked fairly successfully. The pre-war 
condition in the mercantile world relative to the 
return of merchandise by customers was apall- 
ing. It was a thorn in the side of every sales or 
merchandise manager in the country. It was an 
evil that had grown to such an alarming extent 
that something had to be done to combat it. 
Eventually, after a great deal of hard work, com- 
mittees were appointed from every line of trade 
for the purpose of formulating rules, listing mer- 
chandise that was not returnable under any cir- 
cumstances, and which recommended the placing 
of a time limit of three days for the return of 
merchandise. You recall what a gleam of hope 
appeared when the Economy Board of the 
National Council of Defense approved the recom- 
mendation. Committees prepared literature 
and an educational campaign was started, with 
the result that the public generally accepted this 
further change. Soon after this rule had been in 
force reports flowed in to the committee at Wash- 
ington showing that there was a reduction of 
almost 60 per cent of merchandise returned. 
Notwithstanding this fact, throughout the coun- 
try there are stores which have extended that 
privilege to the seven-day period, and some allow- 
ing even a further extension of time. 

Among the many objectionable practices per- 
petrated by the customer in returning merchan- 
dise we might enumerate the following types: 

l. The customer who orders an expensive 
dress or wrap sent “special,” with the ultimate 
intention of wearing the same at, say, the opera 
or some other important function; then the day 





B. Auerbach, of Bloomingdale Bros., is Chairman. 


after requests that a call be sent for the article, 
stating either that her husband does not like it 
or that she intends making another selection. 

2. The customer who is out shopping with a 
friend upon whom she desires to make an im- 
pression, orders merchandise charged and sent to 
her home, without having the slightest intention 
of keeping it. 

3. The customer who orders expensive ar- 
ticles of wearing apparel sent to her house, where 
she has her own dressmaker copy the design. 
When that is completed the article is returned, 
sometimes without any explanation whatever. 

4. The customer whose husband is a manu- 
facturer in the same line, is also an offender. In 
this case the husband’s designer is used to copy 
the article for use in his own business. 

5. The customer who cannot make up her 
mind as to her selection. This class of customer, 
in my opinion, should be educated by the sales- 
person to make a positive decision at the time of 
purchase. We cannot blame the ‘undecided 
customer’’—an intelligent salesperson can control 
such a situation and save money for the house 
employing her. 

Further, consider the loss sustained by the 
merchant in the following typical instances: 

Articles returned by a customer are second- 
hand articles. They must be sold at a sacrifice. 
Yard goods returned, are remnants. They must 
be reduced oftentimes fifty per cent from the 
original price. Rapidly changing styles and the 
probability of their being soiled reduces the 
value of returned garments. All merchandise out 
of the store runs the risk of contact with disease. 

The cost of selling, of wrapping, of delivering, 
and later of calling again for the same articles 
and returning them to stock, with the many in- 
cidental items, is an important part of the general 
store expense. 

The returning habit also greatly affects the 
livelihood of those salespeople whose time has 
been taken up in profitless employment. More- 
over, opportunities to sell these same goods 
have been lost by the salesperson while they are 
in the customer’s possession. Many salespersons’ 
salaries are based on the goods sold and not re- 
returned. 

It is obvious, therefore, that there is a direct 
relation between the high cost of living and the 
abuse of the privilege of returning merchandise 
because every merchant must protect himself by 
adding to the selling price of his merchandise 
enough to cover the loss incurred by this abuse. 

All reforms to remedy abuses of this kind must 
come from the buyers themselves. If the patrons 
would “buy only what they want and keep what 
they buy,” the result would be a benefit in every 
way to the community. The credit man should 
be vitally interested in this subject, he can very 
often assist in educating the customer as to the 
right method of procedure, and it is up to him 
to assist as far as possible in the reduction of the 
large amount of returns by customers. While 
we all recognize the axiom, “‘the customer, right 
or wrong, is always right,’’ and while it is our 
job to satisfy the customer at all costs, obviously 
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it is not just to the merchant to permit the cus- 
tomer uncontrolable leeway in this matter. 

But in justice to the purchasing public, who 
no doubt desire the elimination of the practice 
of returning merchandise as far as_ possible. 
This being shown by their co-operation within 
the last three years. Therefore, recognizing that 
the privilege has been abused, it should become 
a universal custom to insist upon the three-day 
rule, and the credit men of the country should 
support that resolution presented at the Detroit 
Convention, August 12th, 1920, as follows: 

‘Whereas, there exists in the retail field what 
is known as the ‘Return Goods Evil’, and 

“Whereas, the return of goods by the public 
is becoming an ever-increasing burden, adding to 
the overhead in running a retail store, and 

“Whereas, all overhead costs must in turn be 
placed upon the selling price, therefore increasing 
the cost of living, and 

“Whereas, it would be improper and possibly 
drastic for individual stores to initiate a change 
to correct the return goods evil without the co- 
operation of all other stores, and 

‘Whereas, it has become a matter of national 
importance: 

“Therefore, be it resolved, that we, the Retail 
Credit Men’s National Association, assembled in 
convention at Detroit, do hereby approve and 
encourage the movement to limit the return of 
merchandise to three days, exclusive of the time 
in transportation in the mails or express, and be 
it further 

“Resolved, that this resolution be forwarded 
to the Chamber of Commerce of the United States 
for consideration and concerted action.” 


Discount Po icy 


The discount policy is largely dependent upon 
the attitude of each individual house. One of the 
problems confronting the retail merchants 
throughout the country is how to abolish the old- 
time custom of allowing a discount to certain 
classes of retail customers without losing a large 
portion, if not all, of their patronage. 

Therefore, we can only take up the evils or 
advantages of giving discount. 

The question of allowing discounts to customers 
is very amusing. I have in mind one store which 
had a discount card they called ‘“‘Public Service 
Discount Card.’’ Anyone who was either a 
school teacher, fireman, street sweeper or almost 
anyone who was working for the city had one of 
these cards. You will agree that such a scheme 
will lower the standard of any merchant. We 
found that ministers were given it. Some mer- 
chants regard the ministers’ discount as a pet. 
The purchasing agents have it, the dressmakers 
have it, anybody who had a sewing machine and 
sewed for sister could say she was a dressmaker 
and get a discount. Professional people, such as 
actors and actresses have it. Certain class of 
exporters demand discount, and many others 
give various reasons when asking for discount. 
Now, why should you or I, who purchase the 
same article at the same counter with any of the 
above mentioned persons be required to pay 
6 or 10 per cent more for our purchases than they 
do? It is an injustice to the general public. 

Let us analyze each class: 

School teachers, actors, actresses, ministers, 
policemen, etc., are paid for services rendered, 
the same as any other working class. What 
places them in the discount category? They do 
not render any special or distinguished service 
to the merchant. The positions they hold do 


not entitle them to any greater a privilege than 
persons in other lines of endeavor. 

Take the exporters: They should make their 
purchases in the wholesale field, but if compelled 
to buy individual pieces they should pay the full 
retail price and not deprive the retail merchant 
of any part of his just profit. 

The dressmaker’s excuse for demanding dis- 
count is, no doubt, the fact that she “‘buys to 
sell,” and even her sphere of discount purchases 
should be limited. 

As to purchasing agents, this class of discount 
abusers are probably the most flagrant of all; 
mind you, I do not include the very, very few 
legitimate purchasing agents in this remark, 
though I emphatically state that even they are 
not legitimately entitled to that profit which 
rightfully belongs to the merchant. 

It seems that the general procedure is this: 

The purchasing agent receives an order from 
her ‘‘so-called”’ customer to buy a hat; purchas- 
ing agent has the privilege of buying this hat in 
any store she chooses to select, which is evidence 
enough that she is anybody’s customer. The 
hat is purchased, is charged to purchasing agent 
and shipped to the customer at Louisville, Ky., 
at the store’s expense. The store carries the 
charge account perhaps 60 or 90 days, and per- 
haps longer, also cost of bookkeeping, billing, 
selling, delivery, etc., and when the bill is paid 
the discount of 6 or 10 per cent is deducted. I 
leave you to judge if such a transaction is good 
business. 

What has the purchasing agent expended in 
favor of the merchant which entitles him or her 
to the 6 or 10 per cent discount? 

Have they expended vast sums for merchan- 
dise, for advertising, equipment, sales and clerical 
force, delivery expense, etc.? 

The only argument which might be used in favor 
of the purchasing agent receiving discount is: 
That the purchases made by the agent are 
for a class of people whom he or she alone can 
control; but it has been proven that it was 
mostly for friendly or personal reasons that these 
customers permitted the agents to buy for them, 
believing that they could make a more pro- 
fessional selection, especially if the customer 
lived out-of-town. 

A thorough canvass of some of the largest 
retail stores located in various parts of the coun- 
try shows that they have gradually been tighten- 
ing up along these lines with but little or no loss 
in the volume of their sales. They can see no 
reason why anyone engaged in any professional 
line of work, or who may be running a dress- 
making, millinery, or tailor shop, and various 
other kinds of business, who buy goods in retail 
quantities, should be entitled to any reduction 
in price. 

Their purchases are purely retail transactions, 
and it is an injustice to the general public, who 
always have to pay the full retail price. 

Anyone, to be entitled to reduction in price, 
should be obliged to buy in wholesale quantities, 
and this would require a much larger investment. 
The retailer is under a very heavy expense, and 
as a result of allowing a discount of about ten 
per cent from his regular selling price, he has 
practically no profit left above his overhead ex- 
penses. The retail merchant has no desire to 
deprive those engaged in the above lines of busi- 
ness from any of their profits. They should 
charge more for their work, or raise their prices, 
so that they would receive a legitimate profit 
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Make Christmas Shopping Easier 


By Installing Index Visible Equipment 
Throughout the Whole Store 


Charge Takes? Instant credit author- 
ization by means of Index Visible, 
the fastest card index system. Don’t 
clutter up your aisles with annoyed 
customers who have already bought. 
Bring them back later to buy more 
because of your instant service. 


Charge Sends? A duplicate Index 
Visible credit file in the delivery 
department prevents lost valuable 
time and insures prompt deliveries. 
It speeds up the work of the Tele- 


phone Order Department. Delivery 
Dispatchers find Index Visible gives 
instant and accurate routing. 


Index Visible is used by nearly every 
department to speed up service and 
cut down expense. Everywhere, 
every time, it supplies the desired in- 
formation as quick as a glance. 


Send for “Credit Authorization at a 
Glance,” or write us specifically as 
to what particular use of Index Visi- 
ble interests you. 





INDEX VISIBLE, inc. 


New Haven, 


New York 
Boston 
Philadelphia 


Pittsburgh 
Minneapolis 


Buffalo 


Connecticut 


Detroit 
Chicago 
Washington 


Cleveland 
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without taking any portion of it out of the retail 
storekeeper. 

Finally, it is a close legal question as to whether 
discounts generally are not in direct violation of 
the Lever Law, which, among other things, for- 
bids the engaging ‘‘in any discriminatory and 
unfair practises.” The National Retail Dry 
Goods Association is in receipt of information 
indicating that the Department of Justice regards 
preferential discounts to certain favored classes 
as violative of the Lever Law. 

There is a new discount scheme hatched every 
day and the net result of the acceptance of such 
schemes by the retailer inevitably must be that 
the cost of doing business will increase for such 
stores until their prices no longer can be at- 
tractive even to the people who receive the dis- 
counts. 

In conclusion, there appears to be a rapidly 
growing public sentiment for an equality of prices 
and I have no doubt but what the day is coming 
when all retail discounts will be eliminated, so 
that there will be one price to all and special 
favors to none. 


TWO JEWELERS SWINDLED 


Prosperous ‘‘Customer’’ Passes Bogus Check 
at Indianapolis Stores by Novel Trick 


Indianapolis, Ind., Oct. 9.—It may not be new 
to other cities, but it is new to Indianapolis and 
two retail jewelers, whose names can not be given 
at the present time under instructions from the 
police department, were duped the same day in 
the same identical manner. Jewelers say the 
scheme not only is new to them but it is one that 
has so many marks of respectability that the 
average person, be he suspicious or not, would 
not take the proper precautions. 

Here is the way it happened. A man and his 
daughter walked into one of the Indianapolis 
retail stores recently. The man explained that 
his daughter’s birthday was approaching and he 
wanted to select something appropriate. Rings 
were suggested among other things and after 
looking through a pretty complete stock the man 
selected a diamond worth about $750. He said 
he liked that particular ring and so did the 
daughter and he drew a check book from his 
pocket. 

“T forgot,”’ the customer said, ‘‘that you don’t 
know me, and I will have to pay you by check, 
but do you know Mr. —— (the name of one of 
the prominent officials of a large Indianapolis 
bank?)” 

“Yes, I know Mr. 
jeweler rejoined. 

“Well,” continued the customer, ‘call him up 
and ask about me, his number is Main 1433.” 

The jeweler, having looked at the check book 
and having seen it was one from the bank in 
which Mr. ———— was an official, called the re- 
quired number. 

Mr. ———— answered the telephone and as- 
sured the jeweler that the customer was all right 
and was good for any amount he might want 
to buy. 

The sale was completed and two days later the 
check came back to the store marked ‘“‘no funds.”’ 

The same thing occurred the same day in an- 
other store. It developed that the telephone num- 
ber casually given by the bogus purchaser was not 
the bank number at all, but the number of some 


very well,” the 


person hidden away for the purpose of answering 
such questions. It was a pay station, which adds 
to the confusion in searching for the thief. 

Just figure it out for yourself and see what 
you would have done. The two persons were 
well dressed, the check and the bank corre- 
sponded, the man knew this bank official so well 
he knew his private telephone number. Would 
you have stopped to look in the telephone book 
to verify the number? 


FROM LINCOLN, NEB. 


Man, claiming to be aviator and in the aerial 
mail service, presenting credentials from various 
aviation companies, also possessing pilot’s license, 
has Masonic credentials that are evidently not 
genuine, works by giving bogus checks on First 
Na’! Bank, Rochester, Minn.; also by making pay- 
ment on purchase of airplane, creating avenue 
for local credit. About 5 feet 11 inches, stutters, 
dark complexion, 165 pounds. Wire information 
to Merchants Protective Association, Terminal 
Bldg., Lincoln, Nebr. 


FROM PUEBLO, COLO. 

F. L. Billington, J. Haines, G. Gaines, are 
names used on bogus checks drawn on Kansas 
State Bank of Dodge City, Kansas, and passed 
on merchants in Pueblo about October 26th and 
27th. 

Description: 6 feet 1 inch, weight about 190 
pounds, smooth shaven, ruddy complexion, of 
good appearance and address, and claims to be 
selling oil leases in Kansas and Oklahoma. Has 
rather large ring set in platinum and diamond 
stud. Wearing one of the new pattern overcoats 
with belt, dark pattern with gray and red 
mixed in. 

If apprehended, hold and wire White & Davis, 
Pueblo, Colo., or National Office. 


FROM TULSA 
A large number of printed checks have been 
stolen from the Burke-Gibbs Company in the 


Seaman Building. Names will probably be 
forged to these checks and an attempt made to 
pass them. One has already been passed on a 
grocery store. 

They are check No. 177 on the Exchange 
National Bank, and the following numbers on 
the Security State Bank: 49-50-51, 73-74-75, 
91 to 117 inclusive, 169 to 189 inclusive. 


L. J. BARR WANTED 


We would like to locate L. J. Barr. Mr. Barr 
purchased a Liberty touring car, motor No. 
31340, 1920 Model, from one of our members, 
giving his note for $547.00. Mr. Barr is described 
as follows: 44 years of age, about 5 feet 7% 
inches tall, dark hair and eyes; he is a building 
contractor by trade, and possibly is pursuing 
that or some allied line wherever he may be. Our 
member will pay reasonable reward for informa- 
tion leading to apprehension or location of car. 





LITTLE ROCK WANTS 
ALMA RAMAGE 


We are particularly anxious to locate Alma 
Ramage, who gave us a bogus check on June 2nd. 
The check was issued on the Roxton State Bank, 
of Roxton, Texas, R. R. No. 1. 

If located, notify the National Office. 
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CO-OPERATION 


By W. W. Weir, of Hamburger’s, President of 
the Retail Merchants Credit Association 
of Los Angeles. 


The front page of the October issue of The 
Credit World contained the following: 

“Our mission is to eliminate the undesirable ac- 
count, preach prompt payments and assist the 
Credit Manager to become the greatest business 
builder in any retail organization.” 

Think this over and meditate. Howcan this be 
accomplished ? 

Through the proper opening of accounts, it 
requires the unqualified support of every granter 
of retail credit in this community. Build the 
files of your credit bureau so substantially that 
the unworthy seeker of credit accommodations 
soon becomes aware of the activity of our credit 
organization. 

We must strive for the building of records 
that are complete in every detail. This cannot 
be done without your assistance. Keep the 
bureau posted on everything that will help the 
other members to avoid trouble. Make the 
Daily Service Sheet of real value by notifying 
the Association of everything of an unsatisfactory 
nature. 

Complete co-operation will reduce our trouble 
and losses to a minimum; reduce the number of 
delinquent accounts on our books; reduce the 
volume of outstanding; reduce our losses and in- 
crease our opportunity for real constructive work 
for our firms. 

We cannot expect to become recognized as real 
business builders until we can demonstrate that 
the Credit Department is not to be classified as 
a non-earning department, but a department 
that attracts the best patronage, opens up 
avenues of distribution of merchandise that would 
otherwise drift elsewhere. 

It does seem to me that this is the opportune 
time now to get together, pull together and make 
the new Retail Merchants’ Credit Association 
the greatest organization of its kind in America. 


(From The Retail Creditman.) 





J. D. MAHEY WANTED 


We are anxious to locate John D. Mahey, 
formerly of St. Paul, Omaha and Baltimore. 
Last address, 327 Prior Ave., Merrioam Park, 
St. Paul. Age 47 years, height 5 feet 81% inches, 
weight 144 pounds, married, and claims to have 
two sons at boarding school. Has been employed 
by American Indemnity Co. and other Insurance 
companies. Last heard of was selling Collection 
Systems. If you know anything of his where- 
abouts, notify the National Office. 





CRANE WILBUR 


We are endeavoring to locate one Mr. Crane 
Wilbur, who was formerly connected with one of 
our local theatres for quite some time, and left, 
we understand, going to New York. He may be 
connected with either some moving picture in- 
dustry or stock company. He rose very fast and 
was very much carried away with the success 
that had followed him. Wasa good buyer, and is 
one that will use credit wherever located. 






FROM KNOXVILLE, TENN. 





Above are photographs of F. F. Printz, who 
was caught by W. E. Horton, of Knoxville, Tenn. 
This fellow claims to have given checks in several 
cities and claims to be a check artist. He is now 
in the Knox County jail, and will, without a 
doubt, go to the penitentiary. Any member 
having information regarding this party, kindly 
advise us at once. 

This fellow’s description is very hard to arrive 
at, due to the fact that he changes his appearance 
so often. He is about 6 feet tall, weighing 165 
pounds. There was a lady traveling with him, 
whose description we have been unable to get. 





WHO KNOWS HIM? 














Don Bennett, alias D. C. Bennett, age 28 years, 
height 5 feet 11 inches, weight 175 pounds, sandy 
complexion, shaved mustache since picture was 
taken; hazel eyes, stutters when excited; claims 
to be an aviator, wears flyer’s uniform. Minne- 
apolis and Lincoln want his address. Watch for 
him, and advise National Office by wire. 





BAD CHECK ARTIST CAUGHT BY CUSHING. 





J. C. Tippie, barber, age about 30, dark com- 
plexion, dark hair and eyes, 5 ft. 8 in. tall. 
Gave about $375.00 in bad checks, Bought mer- 
chandise and gave checks for more than pur- 
chase price, getting balance in cash. In one 
instance bought automobile, giving check for 
$325.00, $300.00 as part payment, on car, ob- 
taining $25.00 in cash. 

When caught had ticket for Denver, Colo. 
Is now being held in Cushing, Okla. 
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WARNING 
FROM DENVER 


Recently an individual attempted to pass in 
Denver bogus checks as follows: Checks printed 
on cheap paper, headed “Rogers & Underwood, 
R. R. Contractors’’; in the lower lefthand corner 
it is printed ‘“‘Pioneer State Bank of Denver, 
Colo.’’; ‘‘Pioneer State Bank’’ is heavy typed, 
and the words of ‘Denver, Colo.’’, in light type; 
for the signature in the lower righthand corner, 
it has ‘“‘By (dash) Treas.’”’ In a rubber stamp 
set-up, are the words ‘‘Rogers & Underwood, 
R. R. Contractors.’”’ The letters are irregular, 
and in red ink. Party also uses a protectograph, 
which cuts through the check paper, and seems 
to be a one-colored protectograph, reading ‘‘Not 
over (amount of dollars).”’ 





SAPULPA OKLA., HAVE RIGHT IDEA 


Report of Bad Check Committee 

We, your committee, appointed to review the 
situation relative to bad checks and to make 
recommendations for the curtailing of this evil 
submit the following recommendations: 

1. That members refrain from cashing checks 
for strangers. 

2. That the counter check prepared by the 
Association be presented to those not known to 
be absolutely good. 

3. That members report all returned checks 
to the office of the association that are not made 
good five days after notification. 

4. That a list of the checks so reported be 
published in the bulletin. 

5. That a Vigilance Committee consisting of 
one for every ten members be appointed to warn 
the entire membership rapidly in cases where it 
appears that other members might be defrauded. 

6. That the makers of all bad checks, where 
it is clear the intention was to defraud, be 
prosecuted. 

7. That rewards be offered in cases where it 
is thought such reward will help bring makers of 
bad checks to trial and conviction. 

8. That for the purpose of providing funds 
for this work a fund of one thousand dollars 
($1,000.00) be subscribed by the members of the 
association, and that only such part of this fund 
as may be needed be paid in. 

9. That the Vigilance Committee constitute 
a board to administer this fund and to conduct 
the Association activities in this work. M. Paag, 
Chairman; O. B. Pickett, C. E. Brown. 





DO YOU KNOW MISS EATON 


We are anxious to obtain the present address 
of Miss Zula Eaton, formerly of Quincy, IIL, 
and St. Louis. She is a milliner, and probably 
working in some department store. 





Bradstreet reports 661 failures in September, 
which is 25 more than in August and 238 more 
than September, 1919. Liabilities of those fail- 
ing, $70,503,696, being two and one-half times 
greater than for August. 





WARNING NOTICE 
Stolen Post Office Money Orders 
Bayard, Iowa—Nos. 50775 to 50800 inc. 
Redding, Iowa—Nos. 25601 to 26000 inc. 


FROM TULSA 
Forged checks on the Barnsdall Oil Co. are in 
circulation here. The check is a printed imitation 
of the regular Barnsdall pay check, but the name 
printed at the top is spelled Barnsdale, instead 
of Barnsdall. They are drawn on the First Na- 
tional Bank of Tulsa, for various amounts. 





WIRE FROM TULSA 


Stolen—Three hundred dollars in travelers’ 
checks; twenty-dollar denominations; payable 
to L. O. Redding, carnival man, now in Tulsa. 
Checks drawn on Omaha, Eldorado and Milwau- 
kee. Banks, hold party and wire us. 





FROM ST. LOUIS 


A party by the name of Richard Hurley, who 
formerly operated a roadhouse near St. Louis, 
and who is supposed to be interested in the oil 
fields, left, after giving a check on the Pacific 
National Bank of New York, to former National 
Director David Strauss. 

This check has been returned by the bank, 
marked “‘No Account,’’and the bank, after a care- 
ful investigation, claims they never heard of him. 

He and his wife are now supposed to be headed 
for Oklahoma. Will you please be on the look- 
out for him and, if located, please advise National 
Office. 


FROM PITTSBURGH, PA. 


A member reports a woman buying merchan- 
dise and giving a check for $25.00, receiving 
balance in cash. Check drawn on Peoples Na- 
tional Bank, Tarentum, which was returned 
marked ‘“‘No Account.”’ Check payable to Mrs. 
B. F. Woods, signed by B. F. Woods. 

An out-of-town firm reports Grace Nelan pass- 
ing worthless checks. Description: Height, 
about 5 feet 7 inches; medium dark complexion; 
at times wears a checked skirt, but mostly a 
black coat suit. Has two small boys; very good 
looking. 





MANY MEMBERS SWINDLED 


A very clever operator has passed a number of 
worthless checks in large cities, in Illinois, Ohio 
and Indiana. He gives the name of Roy A. Gulley, 
and presents card showing him in the Real Estate 
business in Sesser, Ill., with ‘‘References, First 
National Bank,” printed in corner. He uses a 
cashiers’ check of the First National Bank of 
Sesser, signed R. D. Webb, Cashier, and drawn 
on the Merchants National Bank of St. Louis. 
He uses a protectograph, and the writing on face 
of check is exceptionally good. He is described 
as 40 to 45 years old, 6 feet tall, full face, weigh- 
ing 200 pounds, rosy cheeks, very pleasant and 
affable, wears dark clothes and black tie. 

This warning should be given wide publicity, 
as the work of this party is really above the 
average. 

Above notice does not in any way reflect on 
the real Mr. Roy A. Gulley, who, we understand, 
is a respected citizen of Sesser, IIl. 





The National Office has on file special informa- 
tion regarding Morris Bohart and his wife, 
Sophie Bohart, formerly of Chicago, now sup- 
posed to be in Brooklyn, N. Y. Any member in- 
terested should write us at once, or if you know 
present address advise us. 
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MAKING AN EXECUTIVE OF THE 
CREDIT MANAGER 


An Address by J. W. METCALFE, Secretary Asso- 
ciated Retailers, Omaha, Nebr. 

Why is it that the manufacturers and the 
wholesalers in co-operative work and organiza- 
tions are so far in advance of retailers? 

Go in any town or city where you may, if you 
find two or more manufacturers or wholesalers, 
while you may not find an organization you will 
find the wholesalers and manufacturers getting 
together, co-operating in those things where co- 
operation pays. ; 

This is not so among the retailers. If it were 
so, there would not be a town or hamlet in the 
United States but what the retail interests would 
be getting together; and in every town of a thou- 
sand or more inhabitants you would find flourish- 
ing retail associations. 

Are the wholesalers and manufacturers men of 
larger vision than the retailers? Are they men 
of broader views? Are they men less suspicious 
or selfish? Or is it because of business education 
and environment? 

The fact remains that the manufacturers and 
wholesalers for years in a large number of cities 
have had active, virile, growing organizations; 
also for years have had strong national organiza- 
tions; and it has only been in the past few years 
that the retail interests of America have awak- 
ened to the advantages in association work. 

The start the wholesalers have over the re- 
tailers is shown by creditmen’s organizations. 
The national creditmen’s organization of whole- 
salers has been in existence many years—thirty, 
I think; and they have a membership of over 
35,000, while the retail creditmen have been or- 
ganized in a national body some eight or ten 
years, with a membership of only 8,084. If the 
retail creditmen and the retail merchant were to 
awaken to the possibilities for advancement of 
their own interests, the Retail Credit Men’s 
National Association would today have a mem- 
bership of 75,000 to 100,000. 

There is not and cannot be competition be- 
tween credit departments of different stores. 
Co-operation pays better dividends through 
credit departments than any department in 
business organizations. 

One of the reasons why credit departments in 
retail stores have not co-operated, and co-oper- 
ation has not been in full sway between the 
creditmen, is because the owners of retail estab- 
lishments have failed and are failing to realize 
the importance to their business is the work per- 
performed through the credit department and 
by the credit men. 

Many cf our merchants look upon the credit 
department as a non-productive department. 
They look upon it as a necessary evil in business. 
There never was a greater mistake made by a 
merchant than the mistake made when he 
placed the credit department activities in the 
catalogue of non-productive work. 

The big business man, the successful business 
man, is at all times a student of business condi- 
tions. Through this study he has learned the 
importance of the position of a credit manager, 
and the importance to the success of his business 
is the credit department. The fact is, however, 
that a large majority of retail merchants do not 
Place the proper value upon the work of a credit 
department manager. 


It is up to the creditmen and women of Amer- 
ica to teach the owners of business the importance 
of the work that they are engaged in. This can 
be accomplished in only one way, and that is by 
thorough co-operative effort. When you educate 
your merchant up to the realization of the im- 
portance of your work, they will soon realize that 
the work necessitates the employment of one 
with real executive ability; and it is up to each 
and every creditman and woman to become able 
to fill real executive positions. 

I received in the mail last week from the 
LaSalle Extension University, a booklet entitled 
“Mastering the Knack of Management.” In 
this booklet it asks the question ‘‘How big should 
an executive be?” And to illustrate they recite 
the following: ‘‘What are the most striking 
characteristics of Mr. Schwab which has enabled 
him to attain his success,’ was asked of a man 
who had known Mr. Schwab for years. His 
answer was “ability to organize, ability to ad- 
minister, salesmanship, and personality.’”’ This 
booklet states three essentials of executive train- 
ing to be “personal efficiency,” ‘“‘marketing ef- 
ficiency,” and ‘“‘administrative efficiency.”’ These 
three essentials are necessary to the man or 
woman who is to successfully manage a credit 
department, whether large or small. 

Right here we wish to emphasize the fact that 
it is our belief that no matter how large his busi- 
ness, nor how small, wherever credit is extended 
the applicant for credit should be referred to 
some special person. Subdividing the three es- 
sentials as they apply to an executive in charge 
of a credit department, we submit the following: 

To properly administer the duties of a credit 
manager or executive, a man or woman first of 
all must be a student. He must realize the 
truth of the statement made by George M. 
Reynolds of Chicago, when he said “When a 
man stops learning he stops growing.’”’ When a 
credit man stops learning, the business of which 
he so vital a part, ceases to grow. 

As a creditman enlarges his knowledge of the 
business of the firm with which he is connected, 
he increases his capacity to meet the problems 
that enter into his own department. Therefore 
the up-to-date creditman not only studies the 
business, or profession if you will, of credits and 
collections, but studies all departments that enter 
into the business. 

Some day the business interests. will assign to 
the credit manager the same standing that they 
do the general manager; and this will compel the 
credit man to be as is the general manager, in- 
formed upon every phase of the business. 

THE CREDIT MANAGER—AN EXECUTIVE 

In order to efficiently transact the business of 
executive from a creditman’s position, it is neces- 
sary that the man or woman have self-confidence, 
fearlessness, effectiveness in speech, tact, initi- 
ative, the power of expression, the knack of meet- 
ing people, a more than good memory, develop- 
ment of imagination and originality, control of 
will, a good reasoning power, good judgment, 
especially when this judgment is called upon to 
know whether argument or suggestion would 
bring forth best results. He must be a student 
of business law; must have a faculty for adjust- 
ing claims; have a knowledge of business econ- 
omics; must be a student of banking and busi- 
ness; must know how to write correct and effect- 
ive business letters; must have a knowledge of 
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finance; must know the fundamental principles 
of selling, and of retail store management; must 
be able to analyze financial statements. Must 
have a knowledge of the principles of accounting, 
office organization and management; and must 
be a thorough student of credits and collections; 
must know the source of credit information, 
assign terms, credit correspondence, credit re- 
ports and statistics. The man or woman who 
has, or is willing to acquire, and the majority of 
the requirements cited above can be acquired, 
will not only increase their value to the firm, but 
will increase one hundred fold their value to the 
community in which they live. 

I do not wish to leave the impression that a 
creditman or woman should have a technical 
knowledge of every department of the store, but 
I do maintain that a creditman or woman must 
so study the business with which their credit de- 
partment is connected, that they may be called 
in consultation upon the many different ques- 
tions that arise in a business organization where 
consultation has in the past proven profitable. 
Therefore the creditman should know salesman- 
ship, should know merchandise, should know 
advertising, besides the financial needs of the 
institution that he is trying to serve. 

The U. S. Rubber Co. house organ printed the 
following: ‘‘Executive responsibility demands 
more than a knowledge of one department of 
business. It requires the all-around knowledge 
of all departments, which is so rare that the men 
who have it are always in demand.” 

The creditman or woman who measures up to 
the foregoing description would be one hundred 
per cent efficient. This percentage of efficiency 
is the mark we are all striving for, whether em- 
ployees or employers. It is a trait of American 
manhood and womanhood to strive to lead in 
everything, whether banking, business, profes- 
sion, mechanics, or sports; and as we lead now in 
most all professions through our efficiency, so in 
the different positions in business life America 
will ultimately be known as the country that 
turns out the 100 per cent efficient business man. 

The next question that comes to us, ‘“‘In what 
manner can we more quickly and easily develop 
this 100 per cent efficient business man?”’ The 
answer is through organization and co-operation. 

The credit man has been the one who has first 
seen the advantages to be gained through organ- 
ization and co-operation; and therefore it will be 
to the creditman that the business world will 
look for success or failure in co-operative en- 
deavor. It is my prediction that in ten years or 
less every city in America of any size will have a 
strong working retail creditmen’s association, 
and a merchant-owned credit bureau. 

We have been surprised that the retail credit 
men of Kansas City and the merchants also have 
remained so long in the rear ranks of the pro- 
gressive business man in the work of co-oper- 
ation, as it pertains to the interchange of credit 
information. In talking to Mr. Daly, in Detroit, 
I asked him the question ‘‘What is the matter 
with Kansas City?’ Like a true Kansas City 
man he said, ‘‘Nothing.’”’ ‘She is all right, and 
our credit bureau work is coming.” But in the 
course of conversation I found that while he would 
not admit it, there was a lack of that co-operation 
among the retail creditmen and the retail mer- 
chant of your city which when fully procured, 
places business in a “‘safety first’’ position. 


John Wanamaker made the following state- 
ment: ‘‘Every man in business will have to go 
over a hard road and find out its turnings for 
himself, but he need not go over his road in the 
dark if he can take with him the light of other 
men’s experience.” 

Mr. Wanamaker was not referring particu- 
larly to creditmen, but the truth of his statement 
can be verified in any city where the creditmen 
and women have an organization that is fulfilling 
its functions. 

Before leaving the question of the importance 
of the creditmen’s position and the importance 
of the credit department’s work, I want to make 
this statement: The profits from merchandise 
sold through the activities of the credit men and 
the credit department in a well organized retail 
store, will be much greater than the losses sus- 
tained through the granting of credit. A well- 
managed credit department is the greatest in- 
direct selling force in the store. 


MERCHANT OWNED, CO-OPERATIVE 
CREDIT BUREAUS 
Co-operative credit bureaus, more rightly 
named retail credit clearing houses, when proper- 
ly organized and managed, are by far the great- 
est safeguard in the extension of credit there is. 
Credit men all over America are depending 
almost wholly upon ledger information when it 
comes to passing upon an application for credit. 
As Dwight E. Beebe in his book on credits and 
collections states, ‘‘In a retail business, the con- 


sumer is given credit when such credit granting 
may help the retailer’s business by increasing 


the consumer’s purchases. Therefore retail credit 
is based upon the immediate advantage which 
such credit granting will bring to the retailer. 
Liquid assets cannot be a major factor, for con- 
sumers are seldom in business for themselves, 
and have no need for liquid capacity; nor is 
character of prime importance, for there are 
certain types who buy large amounts at good 
profits who are not models of character.” If 
this is so, and judgment is so unanimously based 
upon ledger experience, is it not evident that 
this valuable information can be more readily 
and thoroughly had through the organization of 
a co-operative credit clearing house? 

Before coming to your city I wrote a letter to 
three or four of my Kansas City acquaintances, 
asking them the question, ‘‘In what way do the 
firms and their credit department representatives 
fail to co-operate in your credit bureau or clear- 
ing house?”’ One of the first answers was ‘‘Some 
merchants do not recognize the importance of 
their credit office.’ ‘‘Some credit men and 
women do not realize the importance of their 
positions.” I have tried to impress upon the 
merchants the importance of the work of credit- 
men and credit departments. I also have tried 
to impress upon the creditmen and women the 
great responsibility that they assume when they 
take the position of credit manager. As I previ- 
ously stated, it is an executive position as im- 
portant as any in a retail organization. Another 
suggestion was lack of interest in the association, 
manifested by some members. This fault or 
failing can be overcome in only one way, and 
that is for the men and women who are broad 
visioned enough and big enough to see the 
benefits to be derived from co-operative endeavor, 
to keep hammering away until those of little 
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vision see the error of their way by coming in. 
It will be only a short time when the credit 
bureaus of America are organized in such a way, 
backed by the big creditmen of the country, that 
all credit granters will be compelled by necessity 
not only to use the interchange clearing house, 
but to co-operate to the fullest extent with it. 
Another suggestion was that some members do 
not loyally support the bureau. Again those 
who are willing to pioneer in the work that will 
result in the good of all, will have to be patient, 
and time will bring those that are not loyal into 
full fellowship. 

We have in Omaha certain prescribed duties 
that we endeavor to have all creditmen and 
women live up to. Particularly notice that 
“we endeavor.”’ The facts are that some of our 
creditmen and women do not perform their 
duties. Our first request is that every firm send 
to us the name of each and every account that 
they open. I understand Kansas City has a 
rule of the same kind; in Omaha a very large 
majority of our firms live up to the rule; and 
everyone of the larger business houses respect it 
faithfully. Why? 

When you stop to think, the reason is plain. 
The filing of the name and address of every ac- 
count you open, with the bureau, is done so 
that the bureau may be able to throw around 
you all the protective information that they may 
receive. Allow me to recite just one instance in 
Omaha. For years there was a very good cus- 
tomer of our stores; and no one ever questioned 
his credit until one day he commenced slipping, 
through the extravagance of his family. The 
first information that we had was that one firm 
suspended the account. Then the account was 
settled by a note. The note became due and was 
not paid. The firm decided they would sue. All 
this information was turned into our office just 
at the time it happened; and when we received 
the information we went direct to our master 
card and every firm that was on record received 
that negative information. In the course of a 
year or so the man blew up, and went into bank- 
ruptcy. There were nine of our firms of record 
in our office who did business with him; and be- 
fore he went into bankruptcy, through the ad- 
vanced information received from our office, all 
accounts had been collected. There were four 
firms in Omaha, three of them our members, who 
had failed to send in a list of the accounts on 
their books. We did not have their names, so 
we did not notify them before the financial 
blow-up came. Our members on record had 
cleared their books of $3400, and four firms are 
still carrying on their books under profit and loss, 
accounts amounting to over $900. 

_We expect all of our firms to report in imme- 
diately the name of every account that they 
suspend. 

Also every account that they close, stating 
reason for closing. 

Also every account they place outside of their 
own immediate organization for collection. 

_ All changes of address should be reported 
immediately. 

he signers to checks that have been received 
for merchandise or cashed, that have been re- 
turned by the bank upon which they were drawn, 
giving us the signer’s name, the bank upon which 
they were drawn, the amount of the check, and 
the bank’s reason for returning it. 

Besides these prescribed duties we expect our 


members to report in any information that would 
be valuable in the way of credit information on 
anyone. These prescribed duties are for the 
protection of the other fellow. 


Just as an illustration I will give you one in- 
stance of what I consider real co-operation. In 
Omaha there lived a woman whose husband had 
left an estate, the income of which amounted to 
three or four hundred dollars a month. The 
property was left to the two children, the wife 
to have the use of the income during her natural 
life. She became extravagant and built up a 
very large number of accounts, so much that it 
was impossible for her to make even a reasonable 
payment each month from her income. One of 
our stores was in $1800. The creditman com- 
menced to force collection. He finally pursuaded 
the two children to sign application to the court 
which would permit the mother to borrow 
$10,000, so as to pay off her indebtedness. The 
credit man of this store watched proceedings, 
and knew the day that the money was to be re- 
ceived, and knew the name of the attorney. The 
day before he was to collect the $1800 he came 
to a meeting of our creditmen, and asked how 
many had accounts with the party. Seven 
hands went up. He told the men that he was 
going to give them some real information, but 
he wanted them to promise to give him five min- 
utes start. He said at 10 o’clock the next day 
he was going to this attorney’s office to receive 
check for $1800. If they would get there about 
five minutes after ten they would probably be 
paid also. The information proved correct. On 
my return from the meeting I called the chief 
clerk of the credit department and told her to 
look up the master card and give the same infor- 
mation to every man on record. This was done, 
and there were eleven firms who visited that 
attorney’s office on the stated day, and received 
their money. Here again shows the value of 
reporting every account opened. Two of our 
firms were not of record, and did not attend the 
creditmen’s meeting; and they even today, and 
this occurred about two years ago, have on their 
ledgers past due accounts, one amounting to 
$122 and the other to $83. If these two firms 
had been fully co-operating with their fellows, 
they too would have received their money on 
time. 


These are the duties we ask our members to 
do. There are some things that creditmen have 
been doing for years that we are endeavoring to 
pursuade them not to do. A very important 
action that is being done frequently, even too 
frequently in our own city, is that the creditman 
when receiving a reference, will call the reference 
himself for the information. This is not good 
policy, for the reason that many times the in- 
formation that he receives is inadequate and un- 
satisfactory. Then he will call the bureau, giv- 
ing them the same reference. The bureau will 
then call the reference, be it bank or whoever it 
may be, and causes in some instances hard feel- 
ing, and makes it harder in the future for others 
to get information from the same reference. 
These references do not wish to be called any 
oftener than is necessary, and this duplication 
would be avoided if the rule which is supposed 
to be lived up to, and says that creditmen are 
not to call direct any reference, but are to call 
the association, permitting them to call upon 
the reference. 
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Another thing we ask our creditmen to do is to 
always ask for information first from the asso- 
ciation. If the information is inadequate or 
unsatisfactory, then it is perfectly proper for the 
creditman if he thinks he can get more informa- 
tion to go on the outside. Mr. E. H. Ward has 
made this a rule in his department. The credit 
department of the Burgess-Nash Co. shall in all 
instances when seeking credit information, call 
first the Associated Retail Credit Bureau and 
Credit Men. If the information is not sufficient, 
then they are to go where they will; but Mr. 
Ward also has made this order that any informa- 
tion that they receive outside of the credit bureau 
must be immediately forwarded to the bureau, 
so that his associates may receive the benefits. 
That is real co-operation. Several of our firms, 
if not the majority, are doing likewise. 

Another rule is that firms shall in no instance 
give information as to the condition of their 
accounts to anyone, but shall refer all inquirers 
to the office of the association. This not only 
saves the creditman time and trouble, but 
builds up the efficiency and the strength of the 
credit bureau. 

We have, as no doubt every city has, some 
credit men with highly developed sense of saving. 
In fact, if they carried it into their personal life 
they would be called stingy. The first thought 
of men of this kind is not what kind of informa- 
tion will I receive, but “if I try to get this infor- 
mation myself I can save that expense to my 
firm.” I can safely say that the man who tries 
to manage a credit department in as cheap a 
manner as this, in the long run will make the 
cost of management a great deal more, and will 
without doubt suffer losses which could be and 
should be avoided. Men of this character will 
never make credit executives. They are too 
small. They look after the little things and 
allow the big things to fly over their heads. 

Omaha organized a credit bureau for the simple 
reason that information that they were receiving 
through the sources that they had was so in- 
adequate as to make the percentage of losses a 
great deal more than the cautious business man 
was willing to stand. Up until April, 1919, our 
credit bureau was more or less a clese corporation. 
At that time we were running our bureau at 
a great disadvantage. Even up to 1918 we were 
proving to all our members that our system was 
more efficient than any they had ever had; still 
we did not have complete co-operation. As my 
friend Shurr knows. there was quite a fight put 
on between the creditmen of Omaha in the St. 
Paul convention, as to whether one crowd or an- 
other should receive the recognition from the 
National Office. I am pleased to say that our 
organization received the recognition that they 
deserved; and I want to say by the way that the 
disloyal credit men who worked unceasingly to 
prevent full co-operation in Omaha are now a 
thing of the past. The leaders have all retired 
from the field, being succeeded by big men who 
know their business and are working to the ad- 
vancement of all. 

Omaha retail merchants, and especially the 
creditmen, are anxious that strong co-operative 
associations be organized all through the Missouri 
and the Mississippi Valley. So strong has been 
our desire that we have gone out of our way to 
offer our assistance to retail centers desirous of 
organizing either merchant associations or credit 


bureaus. We have in the past three years had 
the satisfaction of being instrumental in organiz- 
ing either retail merchant associations or co- 
operative credit bureaus in Sioux City Iowa, 
Sioux Falls, S. D., Clinton, Iowa, St. Joseph, 
Mo., besides assisting several other cities in 
creating a little more interest in co-operative 
work. Our experience teaches us that the more 
we try to help the other fellow, the more we help 
ourselves; especially is this so in credits. The 
more you put into the work of assisting the other 
fellow, the more benefits you derive yourself 
This is an undeniable truth. When you think of 
big creditmen in St. Louis, you think of Wood- 
lock, Snyder, Wolfort, Jackson, or Heller. These 
are the creditmen of St. Louis you read about. 
Why do you hear from them so often? It is be- 
cause they firmly believe in co-operative effort. 
It is through that effort that they have gained 
the position in their different business organiza- 
tions as store executives. Going through our 
cities, the big merchant is the one who lends his 
aid to retail associations and co-operative retail 
credit bureau work. In Cleveland you think 
of Halle; in St. Louis you think of Wilkinson; in 
New York you think of Franklin Simon; in Pitts- 
burg you think of Jos. Horn; in Toledo, Albert 
Koch; in Sioux City, Davidson. You think of 
these men not because they are heads of firms 
that do a large business, but because they are 
big men and believe in assisting others in making 
the world a better place in which to do business. 
The value of co-operative credit bureaus is so 
great a subject that to cover every point would 
take hours, and I want to leave with you just 
this thought, that wherever co-operation is tried 
it has proven successful. And that wherever 
success has been slow in coming, it has not been 
because of the bureau, but because of the credit- 
men. With apologies to the writer for changes 
in a few words, I want to leave with you the 
thoughts embodied in a poem; and whenever you 
start to criticise the other fellow, or criticise the 
organization, think it over. 

IT’S NOT YOUR BUREAU, IT’S YOU! 
If you want reports from the kind of a bureau, 
The kind of a bureau you like, 

You needn’t slip your clothes in a grip 

And start on a long, long hike. 

You will only find what you left behind, 

For there is nothing that is really new. 

It is knocking yourself when you knock the bureau; 
It is not the bureau, it’s you. 


Real bureaus are not made by men afraid 
Less anybody else gets ahead. 

If everybody works and nobody shirks 
You can raise a bureau from the dead. 

And if while you make your personal stake, 
Your associates can make one too, 

Your bureau will be what you want to see. 
It is not the bureau, it’s you! 


MRS. L. E. BRILL. Anyone knowing the 
present address of Mrs. L. E. Brill, or Mrs. Elma 
Brill, please notify the National Office. 


R. F. STINER. Members having business 
with Mr. Stiner or the Interstate Detective 
Service of Peoria, Ill., should communicate with 
the National Office, as we are anxious to obtain 
his address. 
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ADDRESSES WANTED 


Members are interested in locating the following persons. If you know anything regarding them, 
report at once to the National Office, where a record is kept of the member making the inquiry. 


Members reporting names for these columns are urged to give the occupation. 


Aaranson, Harold, P. O. Box 1350, Fort Worth, Tex. 
Acosta, Louise, c/o P. J. McCollough, Jacksonville, 


Fla 

Alkire, R. G., Dunn & Greene, Real Estate, Akron, 
—— 

Allen, J. O., Waco, Texas. 

Alloy, Louis E., U. 8S. Shipping Board Emergency Fleet 
Corp., New Orleans, La. 

Amschel, Harvery, salesman, East Liverpool, Ohio. 

Anderson, Mrs. Katherine, 402 E. Scott St., Knox- 
ville, Tenn. 

Arnold, J. R., 3544 Washington Ave., St. Louis; 
musician. 7 : 

Bedy, Thom, ormerly New Orleans, La.; gone to oil 

elds. 


Ballard: Sabin, 3721 Laclede Ave., St. Louis, Mo.; 
shoe worker. 

Balzer, A. C., 64 N. Valley St., Akron, Ohio. 

Barberm, Harold, Crandon-Hunter Candy Co., Miami, 
Fla. 

Barr, L. J., formerly of Omaha, Nebr.; 
tractor. 

Barton, John H., 285 Albany Ave., Hartford, Conn. 

Beatus, Julius, Hart, Schaffner & Marx Clo. Co., 
Chicago, Ill.; later Los Angeles, Calif. 

Benjamin, Leder, 5530 Center Ave., Pittsburgh, Pa.; 
attorney and collection manager: supposed to have 
moved to New York. 

Benson, L. E., restaurant, LaSalle Hotel, Tulsa, Okla. 

Blanchard, Mrs. Sneed, Dallas, Texas; husband a cap- 
tain; she was formerly Miss A. Louise Henderson, 
trained nurse. 

Booth, C. B., Adv. Press. Miller Brothers, St Louis, 


Mo. 

Boxx, Mr. W. P., 1721 Park Ave., St. Louis, Mo; 
formerly connected with the Americ an Car & Foun- 
dry Co., Memphis, Tenn., and lived at 210 Princeton 
Ave., Memphis, Tenn. 

Boyt, Alexander, 147 C hestnut St., New Britain, Conn. 

Bradbury, Mrs. Oliver, 234 E. Market St., Johnson 
City, Tenn. 

Brame, Miss Lucile, Knoxville, Tenn.; 715 Henley St., 
also 112 E. Cary St., Richmond, Va. 

Burgess, Mrs. Bernice, P. O. Box 1228, Ft. Worth, 
Texas. 

Burlingame, R. H., Shardell Hotel, St. Louis, Mo. 

Burns, Mr. James E., 5316 Pershing Ave., cost account- 
ant, Wagner Electric Co. 

Bushman, C. P., Akron Hotel, Akron, Ohio. 

Carleton, J. E., P. O. Box 643, Ft. Worth, Texas. 

Carman, Mr. & Mrs. E. Faye, formerly ran ice cream 
parlor in Joplin, Mo. 

Carroll, J. P., salesman, Youngstown, Ohio. 

Chadeayne, Geo. E., Richmond Heights, St. Louis, Mo. 

Chamberlyn, O. S., newspaper man, Akron Press, Ak- 
ron, Ohio. 

Clews, G. D., 6636 Neff St., Grosse Point or Detroit, 
Mich.; last heard of in State of New Mexico and on 
way to California. 

Cottam, T. H., Ellison Furniture Co., Ft. Worth, Texas. 

Craig. John R., 4020 Labadie Ave., St. Louis, later 
Indianapolis, ‘Ind.. furniture business. 

Craig, Mrs. Gay Lord, 831 N. 39th St. Birmingham, 
Ala.; supposed to be in Memphis, Tenn. , at present. 

Crane, Wilbur, es’ Calif. 

Cunningham, F. 23 Forest Ave., Atlanta, Ga. 

Curley, W. J., er. McGraw Tire Co., Memphis, 


building con- 


617 N. 22nd St., Birmingham, Ala., 
‘ Ww er Over Shoe Co., Birmingham, Ala. 
, Standard 4 Rubber Co., office man, 


F., 22 N. 7th Ave., Birmingham, Ala., 
Atlanta Stove Works, Atlanta, Ga. 

De Zeichner, M. J., for ny 3238 Euclid Ave., Cleve- 
land, Ohio, also 301 W. _. corner West End Ave. 
and 73nd St., New York, N is Be 

Dickensheets, Chas I., New Orleans, La., and Shreve- 
port, La.; oil prospector and promoter. 

Doran, M. J., 5025 Cabanne Ave., St. Louis, Mo., 
Wagner Electric Co. 

Douglas, James B., Springfield Mo., Kansas City, Mo., 
Cheyenne, Wyo., Colorado Springs and Wichita Falls, 
Texas; hotel clerk. 


Elliott, Charles, chief draughtsman Lovell & McCon- 
nell, Newark, N. J.; later employed by General 
Electric Co., Rochester, N. Y.; supposed to be in 
St. Louis, Mo. 

Farley, Louis B., Montgomery, Ala.; also New Orleans, 


4a. 

Fitz, J. A., commercial traveler for some house in 
Chicago, Il. 

Fitzgerald, Mrs. F. G 
City, Mo. 

rere Wm., shoe worker, 4461 Enright Ave., St. Louis, 
10, 

Fougery, Ernest, 325 Meldrum St., 
supposed to be in Erie, Pa. 

Frances, Robert, dancing master, Seattle, Wash. 

Friedlander, 129 Eugenie St., Chicago, Ll. 

Garstecki, Mr. and Mrs. Leo, 1091 4th Ave., Mil- 
waukee, Wis.; supposed to be in Kansas City, Mo. 
Gearing, Agnes A., 4389 Olive St., St. Louis; dress- 

maker. 

Gianonne, 8S., 1465 Rampoint Canal St., New Orleans, 
La. ; se tor. 

Girard, Mr. L., Lafayette, La. 

Godfrey, Ww. SG. 719 Leary Bldg., Seattle, Wash. 

Gorman. Edward, tailor, 333 E. Webster St., Mem- 
phis, Tenn. 

Grady, Mr. F. W., 1203 Ridge Ave., Steubenville, Ohio. 

Graves, Art, Sipe Springs, Tenn. 

Haas, August, 252 Prospect Pl., Brooklyn. N. Y. 

Haffner, Aldred P., 2106 Humboldt Ave., Birmingham, 

+ Nema operator Southern Railway, Haley- 
a 

aan Porter B., commercial traveler, 1503 14th 
Ave., So. Birmingham, Ala. 

Harmon, J. N., auto salesman, New Orleans, La. 
Haven, R. C., formerly Lockport, N. , also Cleve- 
land, Ohio; supposed to have gone to Maryland. 
Hazzard, Mr. H. B., American Railway Express Co., 

L. & N. Depot, Birmingham, Ala. 

Helton, Hobson, c/o Mr. Hargrave, foreman, Southern 
Bell Construction Work, Anniston, Ala.; was at 
Auburn, Ala., also Choccolocco, Ala. 

Henderson, Mr. Chas., 271 West Rayen Ave., Youngs- 
town, Ohio. 

Hendricks, Miss Blanche, Asheville, N. C. 

Hendrick, Mrs. V. O., Perry & Norris, window trim- 
mer, Memphis, Te nn. 

Hill, H. A., New Orleans and Shreveport, La.; druggist 
and insurance agent. 

Hintz, Geo., 1204 P St., Lincoln, Nebr., 

Holahan, Frank M., 1532 Green St., Harrisburg, Pa., 
also 511 N. Lockwood Ave., Austin, Chicago, LIL; 
sales agent for D. E. Brainerd, 728 S. Michigan Ave., 
Chicago, Ill. 

Holmesly, John, Jr. (colored), 713 11th Court West, 
Birmingham, Ala.; Thomas Furnace, Republic Iron 
and Steel Co. 

Hornbuckle, L., Tulsa, Okla. 

Howell, A. T., New Orleans, La. 

Hudgins, Mr. Ray, brass moulder, Anniston, Ala. 

Hughes, Mr. Fre ank, Some Coal C ompany, Morris, Ala. 

James, Jake (colored), 928 N. 23rd St., Birmingham, 
Ala. 

Jennings, 8S. M., Congress Hotel, Chicago, Ll.; business 
address, 1009 Blue Island Ave., Chicago. iil. 

Jernigan, Mr. M. N., 630 N. 19th St., Birmingham, 
Ala.; National Biscuit Co. 

Johnson, Joel R., 508 8. Broadway, St. Louis, Mo 

Johnson, Mr. & Mrs, Harry, 641 Milwaukee St., Mil- 
waukee, Wis., street car conductor; supposed to be 
at Los Angeles Calif. 

Johnson, Mrs. L. A., Fountain City, Tenn. 

Jones, Gordon L., 1731 Arlington Ave., Bessemer, Ala. 
Jones, Mrs. Wm. E., 529 Terrace Blvd., Inglenook, 
Birmingham, Ala.; L. & N. R. R. Co. car repairer. 
Judd, Albert E., Plumbing rn od business, 631 S. 

Bonnie Brae, Los Angeles, Calif. 

Juneman, H. C., Sheffield, Ala., Tri-Cities Labor Union. 

Katz, Eva, 135 Pratt St., Meridian, Conn. 

Kelley, Chas. W. Birmingham Machine and Foundry 
Co., Mullen Apts., Birmingham, Ala. 

Kirkpatrick, Thelma, Cohn Dept. Store, Jacksonville, 

a 
Kostoplos, Frank, 731 8S. Halsted St., Chicago, Ill. 
Lamb, Carl A., 10 Oregon Ave., Schenectady, N. Y 


» New Orleans, La., and Kansas 


Detroit, Mich.; 


carpenter. 
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Lambert, -.. H., Cullman, Ala., also Sayreton, Ala. 

Langley, 8. S., oil business, San’ Antonio, Texas. 

Lanier, Mrs. Grace, 511 N. 21st St., Birmingham, Ala.; 
also Decatur, Ala. 

Lashley, L. A., came from Johnstown, Pa., 
Oklahoma City, Okla., 
mechanic. 

Leach, John S., 408 N. 19th St., 
freight conductor L. & N. to Montgomery, / 

Leahy, M. J., 3017 Henrietta St., St. Louis, Mo.: 
smith, National Stock Yards, East St. Louis, Ill. 

Little, Mrs. George, Hanceville, Ala. 

Loomis, George, 34 4 Campfield Ave., 

Mcellrath, Mr. H. D., 
burgh, Pa. 

McMahon, H. E., 

Malone, A. G., De Leon, Texas. 

Martin, A. L., General Delivery, 

San Francisco, Calif., steel business. 

Meade. Mr. R. D., auto salesman, San Antonio, Texas. 

Melton, Edith, 3684 Arsenal St., St. Louis, Mo.; nurse. 

Milbrat, Julius, 5300 Georgia Road, Birmingham, Ala. 

Minton, Howard W., clerk, Terminal Ry. Post Office, 
2102 8th St., So. Birmingham, Ala. 

Mitchell, Mrs. D. B., 215% 2nd St., Knoxville, Tenn. 

Mitchell. Mr. & Mrs. T. E., formerly of Joplin, Mo., 
also 2425 Troost St.. Kansas City, Mo., later 1219 
Avenue H, South Birmingham, Ala.; in printing 
business. 

Montgomery, H. C., 

Moody, Mr. 
gan Ave., 


later at 
left Springfield, Mo., motor 


Birmingham, Ala.: 


Hartford, Conn. 
34 Ridgewood Ave., N. 8S., Pitts- 


Ft. Worth, Texas. 


Pittsburgh, Pa.: also 


206 N. 40th St., 

Julian W.., 

Chicago, Ill 

Morrill, Harry L., General Delivery, 

. C.; at one time Columbus, Ga.; 
Bidg., Atlanta Ga. 

Morris, C. C., Maybelle Apts., 
Morris, Chas. F., 
meat cutter. 

Morris, John C., lumber business, New Orleans, La. 
Morris, M. W., Jr., Trustee Loan & Guaranty Co., 
Birmingham, Ala. 
Mosely, C. R., Frisco Ry. Co., 
ingham, Ala. 
Mott. J. L., New Orleans, La. 
Murphy, Alice, 16 Oakland Terrace, 
Murphy, ra a Mitchell, 
tady, . # 
neuron, a R. M., Oliver Springs, Tenn. 
Murphy, Harry H., camera man, Merchants Film Co., 
Louis, 1960 Clara Ave., St. Louis. 
Sian, Mr. L. A., Consolidated Motor Co., 


Birmingham, Ala. 
Sherwin Music School, Michi- 


Winston-Salem, 
also 1429 Candler 


Tulsa, Okla. 
904 N. 48th St., Birmingham, Ala.; 


Terminal Station, Birm- 


Hartford, Conn. 
72 Washington Ave., Schenec- 


Gadsden, 


Ala. 
Nelson, Miss Clara K., 
Newby, J. 
Newton, L. C., 
more, Ohio. 


Box 154, Alper, N. Y. 
A., 4506 10th Ave., E. Birmingham, Ala. 
rubber worker, 118 N. 18th St., Ken- 


709 1st Ave., W. E. 
- & R. R. Co. 
mame (Lillian), 1912 N. 


Norris, wig B., 
Ala., T. 
North, Mrs. 
ham, Ala. 

North, Leon D., drug clerk, 353 Prospect Ave., 
Hartford, Conn. 

Owen, H. G., Waco, Texas. 

Painter, Mrs. W. B., General Delivery, 

Parkes, Mr. Wm. C., painter, 531 N. 
ham, Ala. 

Parrish, Frank A., 
St. Louis, Mo. 

Peerman, J. G., 
Conn. 

Pettit, B. B., Home Oil Co., Ft 

Pettway, Mrs. F. H., Hill Grocer Co., 1400 2nd Ave., 
W. E. Birmingham, Ala. 

Phelan, Mrs. Louis L., 15 Starkweather St. 
chester, Conn. 

Phipps, D. C., Richmond Heights, Mo. 

Powers, Mrs. . B., 603 8S. Seventh St., 
Tenn. 

Purkey, Mrs. J. B., 607 McKee St., 

Purse, K. M., came to Austin, 


Ga. 
Quillin, Mrs. P. L., 305 E. Park Ave., Knoxville, 
Quillin, Rex, 704 Commerce Bldg., Ft. Worth, 
Ramage, Alma, Roxton, Texas. 
Ramsey, P. W., Gorga, Ala., c/o Alabama Power Co. 
Randolph, Mr. W. E., Lusk, Wyo., Deputy County 
Clerk of Niobaro; wife’s name is Alice M. Randolph. 
Reel, Mr. Harry R., Inez Hotel, Kansas City, Mo. 
Rhodes, Mrs. Ella M., Holmes St., Kansas City, Kans. 
Rucker, T. F., newspaper publisher, Carbon Hill, Ala. 
Rudd, 8. E., printer, Birmingham, Ala. 
St. Clair, A., 432 Elm Ave., Webster Groves, Mo. 
Sandage, C. O., music store, New Orleans, La. 
Schrader, John A., auto, 2112 J St., Lincoln, Nebr. 
Schworm, George, 49 N. Balch St., Akron, Ohio: sup- 
posed to be in coal business, Cleveland, Ohio. 
Secondine, — Laura, Snowden & McSweeney, Ft. 
Worth, Texa: 
Sedla, Lillian, "39 West St., 


Birmingham, 
5th Ave., Birming- 
South, 
Detroit, Mich. 
23rd St., Birming- 
shoe worker, 4461 Enright Ave., 
Embalming Supply Co., 


. Worth, Texas. 


Westport, 


South Man- 


Knoxville, 


Knoxville, Tenn. 
Texas, from Savannah, 


Tenn. 
Texas. 


Hartford, Conn. 


Smith, Rev. John C., 
Ohio. 

Smith, Dr. L. W., 88 Amherst St., 
Smith, Stanley, Jr., 
Smith Piano Co. 
Snoody, R. A., Oklahoma City, 

The Booterie. 
Snyder, I. R., home is in Columbus, 
A. Schulte Cigar Store, Waco. Texas. 
Stafford, Edward, barber, 1244 Franklin Ave., St. 
Louis, Mo. 
Stahn, Miss Bertha, telephone 
Hotel, Birmingham, Ala. 
Stone, Henry, 817 Marcey Ave., 
Sullivan, Chas. G., 
, Dept. 
Hovery, 


1203 Gomber Ave., Cambridge, 


East Orange, N. J. 
4164 Olive St., St. Louis, Mo., 


Okla.; shoe salesman 


Ohio; manager 


operator, 


Brooklyn, 
New Orleans, La., 
Animal Industry. 

128 Burnside Ave., 


Tutwiler 
mS. 
and Washington, 


East Hartford, 


Thomas, C. E., 406 Burkburnett Ave., Ft. 


"exas 

Thomas, Miss Minnie E., Battle Creek, Mich. 

Thompson, Miss Beulah, Clearfield, Tenn. 

Thydell, Carl, 46 York St., Hartford, Conn. 

Tomlinson, Mrs. ee. 100 Cathedral 
New York, N. 

Vocesky, Joe, 1680 “Broad St. 

Walls, Norman P., Baltimore. 
Ill. ; draughtsman. 

Weber, Mr. & Mrs. T. B., New Orleans, La.; 
stenographer and he is a traffic man. 
West, Mildred D., 624 W. 3rd St., Tulsa, 
Williams, Frederick J., 209 Park St., 
formerly Worcester, Mass. 
Wright, Mrs. A. D. (divorcee), 

Lake City, Utah. 
Yarborough, Mrs. M. A., boarding 
_ Waco and Wichita Falls, Texas. 
Youngebauer, Paul, 367 Asylum St., 


Worth, 


Parkway, 
Hartford, Conn. 
Maryland, also Chicago, 
she isa 
Okla. 


Hartford, Conn.; 


Tulsa, Okla., and Salt 


house _ keeper, 


Hartford, Conn. 


THE CREDIT DEPARTMENT METHODS 
COMMITTEE 

Few members realize the value of this com- 
mittee and the amount of labor it will take to 
carry out the plan Chairman Blackstone has out- 
lined for this year. 

On October 25, 26, 27, 28, members of this 
committee met at the William Penn Hotel, 
Pittsburgh, Pa., to discuss the question of Credit 
Department Methods in Department Stores. 
tach had before him a list of seventy-eight points 
to be considered, and every transaction from the 
time the sale is made until the bill is paid was 
discussed. For four days and as many nights 
this committee worked. Colonel Blackstone, 
true to his convention record, dropped the gavel 
at 9 o’clock a. m., and refused to entertain any 
motion to adjourn until the scheduled work for 
that day was finished, which sometimes caused 
the meeting to remain in session until midnight. 

Out of this labor will come the ‘“‘Ideal System,” 
and it will be submitted to the merchant of the 
country as the way to operate their credit depart- 
ments most efficiently. 

At the meeting were: Franklin Blackstone, of 
Joseph Horne Co., Pittsburgh, Pa.; Sidney E. 
Blandford, of R. H. White & Co., Boston, Mass.; 
J. H. Barrett, of Stewart & Co., Baltimore, Md.; 
E. W. Knapp, of Mabley & Carew Dept. Store, 
Cincinnati, Ohio; G. A. Lawo, of Jno. Gerber 
Co., Memphis, Tenn.; D. W. Ahl, of J. L. Hudson 
Co., Detroit, Mich.; - Irving C. Brown, of L. Bam- 
berger & as Newark, N. J. 

All of these men were present at the expense of 
their individual firms, who realize the value ol 
the work they had been asked to do, and readily 
not alone agreed to give them the time to do it, 
but also defrayed all expense of the trip. 


How much would you have saved last year if 
you could have known whom to write to in an- 
other city where a debtor had gone? Get a 
NATIONAL Roster, $1.00. It will give you the 
name and address of 10,000 other credit men. 
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__STATISTICS—REPORTS RECEIVED DURING OCTOBER 








——— 


I indicates Increase 
ie Decrease 
N as Normal 


Texas, Okla. 


Neb., Kan., Colo. 


N. D., 8. D. 





ment Stores—Number of members reporting_---_- 


Credit sules for Sept., 1920, as compared with Sept, 1919__|_ 
Did cash sales inciease or decrease in the same proportion?|_ 
Credit sales for Sept., 1920, as compared with Aug., 1920__|_ 


Credit collections in Sept., 1920, as compared with Sept., 1919 


Credit collections in Sept., 1920, as compared with Aug., 1920] - 


omen’s Specialty—Number of members reporting 
Cea sales tor Sept., 1920, as compared with Sept., 1919_- 
Did cash sales increase or decrease in the same proportion? 
Credit sales for Sept., 1920, as compared with Aug., 1920_- 


Credit collections in Sept., 1920, as compared with Sept., 1919 . 


Credit collections in Sept., 1920, as compared with Aug., 1920 


Men’s Furn. & Clothing—Number of members reporting -- 
Credit sales for Sept., 1920, as compared with Sept., 1919-- 


Did cash sales increase or decrease in the same proportion?|- 


Credit sales for Sept., 1920, as compared with Aug., 1920_- 


© Credit collections in Sept., 1920, as compared with Sept., 1919} - ae 
Credit collections in Sept., 1920, as compared with Aug., 1920} __ 


) Hardware—Number of membets reporting . 

© Credit sales for Sept., 1920, as compared with Sept., 1919-_ 
Did cash sales increase or descrease in the same proportion?|_ 
© Credit sales for Sept., 1920, as compared with Aug., 1920-_-]- 
) Credit collections in Sept., 1920, as compared with Sept., 1919} _ __ 
© Credit collections in Sept., 1920, as compared with Aug., 1920} _ 


Musical Inst. and Pianos—Number ot members reporting} -__ _- 


Credit sales for Sept., 1920, as compared with Sept., 1919-- 
Did cash sales increase or decrease in the same proportion? 
Credit sales for Sept., 1920, as compared with Aug., 1920-- 


Credit collections in Sept., 1920, as compared with Sept., 1919]_ 
Credit collections in Sept., 1920, as compared with Aug., 1920} _ 


Jewelers—Number of members reporting----.-_.--- 


Credit sales for Sept., 1920, as compared with Sept., 1919_- % 
Did eash sales increase or decrease in the same proportion?|- 


Credit sales for Sept., 1920, as compared with Aug., 1920-- 


Credit collections in Sept., 1920, as compared with Sept., 1919] - nay 
Credit collections in Sept., 1920, as compared with Aug., 1920 


Drugs—Number of members reporting 
Credit sales for Sept., 1920, as compared with Sept., 1919-_- 
Did cash sales increase or decrease in the same prcportion? 


Credit sales for Sept., 1920, as compared with Aug., 1920--|- iz 
Credit collections in Sept., 1920, as compared with sept., 1919]_ 
Credit collections in Sept., 1920, as compared with Aug., 1920}_ 


Stationery and Printing—Number of members reporting -- 
Credit sales for Sept., 1920, as compared with Sept., 1919_- 
[ les increase or decrease in the same proportion? 


j Credit sales for Sept., 1920, as compared with Aug., 1920_- 3 
Credit collections in Sept., 1920, as compared with Sept., 1919] - 
Credit collections in Sept., 1920, as compared with Aug., 1920} - 


Optical and Photo—Number of members reporting_-_--_- 


rp sales for Sept., 1920, as compareu with Sept., 1919_- Lata 


cash sales increase or decrease in the same proportion? 
Credit sales for Sept., 1920, as compared with Aug., 1920_. 


= collections in Sept., 1920, as compared with Sept., 1919} - 
edit collections in Sept., 1920, as compared with Aug., 1920} - 


Rallors—Number of members reporting ‘ 
Ds it sales for Sept., 1920, as compared with Sept., 1919_- 
ae sales increase or decrease in the same proportion? | - 
it sales for Sept., 1920, as compared with Aug., 1920_- 
Credit collections in Sept., 1920, as compared with Sept., 1919} -- 
t ons in Sept., 1920,as compared with Aug. 1920 
eee 
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HOW MANY STATES HAVE THIS LAW? 


Revised Laws of 1910 
State of Oklahoma 
ARTICLE IV. 

2911. Sending certain claims out of State for 
collection a misdemeanor.. Whosoever, whether 
principal, agent or attorney, sends or causes to 
be sent to persons, companies or corporations 
out of the State of Oklahoma, any claim for debt 
to be collected by proceedings in attachment, 
garnishment, or other mesne process, or which 
is thereafter attempted to be collected, when the 
creditor, debtor and person or corporation owing 
for the earnings intended to be reached by such 
proceedings in attachment or garnishment, are 
all within the jurisdiction of the courts of the 
State of Oklahoma, shall be deemed guilty of a 
misdemeanor and upon conviction thereof be 
fined for every claim so sent a sum of not more 
than one thousand dollars nor less than five 
hundred dollars. 

2913. Liability to debtor. Any person, firm 
or corporation who violates any of the provisions 
of this article shall become liable to the debtor 
agrieved by such action, or to his assigns, in a 
sum equal to the amount of the account claimed 
against such debtor, together with an amount 
equal to any actual expense, including attorney’s 
fees, which such debtor may have been subjected 
to in obtaining judgment under the provisions 
of this section. The right of action granted under 
this section may be enforced in any court of 
competent jurisdiction by proceedings as in civil 
actions. 


Vice-President Nelson advises Nebraska has a 
similar law. 


OPPORTUNITY KNOCKS 


From “Now.” 

Julius Caesar could have had an automobile. 
The principles upon which it is built have always 
existed. If men had known enough to apply 
those principles then, the best type of modern 
car might have whizzed along the streets of 
Rome nearly 2000 years ago. Caesar might have 
had a telephone, Brutus a phonograph, Calpurnia 
a steam yacht, and the speech of Mare Anthony 
might have been printed in a daily paper, if men 
had known enough. 

During the coming centuries many invent ons 
will be made—but the principles upon which 
they are to be founded are in existence right now, 
awaiting perception and application. And every 
improvement that will be made in every line of 
work—art, manufacture, commerce, agriculture, 
physics, and metaphysics—will merely be the 
discovery and unfoldment of facts that exist 
today. 

In the years that are before us we shall all 
doubtless make significant progress. Each step 
will come as soon as we really think of it——as soon 
as we really see the next thing to do and do it. 
The opportunity to perceive the next step is al- 
ways open—always waiting to be utilized. 

But the significant thing to remember is that 
opportunities to invest only come to those who 
have ready money. 

That is why we urge ‘“‘ Work and Save.” 


NATIONAL DIRECTOR LARSON GIVES 
‘ WOODLOCK A NEW KIND OF NOTE. 


Following is copy of note given Secretary- 
Treasurer Woodlock by Director Larson. He 
has already made several payments, and we 
feel sure he will be able to get a clear re. 
ceipt before the year is out: 


State of South Dakota - 
County of Minnehaha ” 
_ Know all men by these presents— 
To one, David is Woodlock, Secre- 
tary-Treasurer, The Retail Credit 
Men's National Association, 
That I, Martin Larson, a Director in 
said Association 
OWE YOU ONE HUNDRED 
NEW MEMBERS 
fully paid, by next Convention date. 
MARTIN LARSON, 
National Director. 
Signed at Sioux Falls, S. D., 
this 18th day of Sept., 1920. 


Anyone knowing present address of K. M. 
Purse, alias K. P. and H. K. Description as 
follows: Height, 5 feet 8 inches; weight, 115 
pounds or more; hair, brown, partially bald from 
the forehead to the crown of the head; com- 
plexion, sallow; eyes, brown, wears nose glasses, 
has affliction in right eye (white spot to right of 
pupil), small; nose, broad, thick and blunted, 
looks as it had been broken at the ridge, for it is 
unnaturally thick here; mustache, Charlie Chaplin 
type; face, oval shaped, slightly onesided to the 
right, a small raised place to left of chin, natural; 
teeth, very front teeth in upper jaw broken off 
diagonally across; carriage, walks brisk, and 
crouching, with head slightly forward looking 
out from under his hat; temperament, nervous, 
no courage in a crisis, self-pitier, forever looking 
forward to the black side of life instead of the 
good, forever telling of his hard luck; family, 
wife (deceased) and two daughters, Eleanor and 
Mildred. 


FROM BIRMINGHAM, ALA. 
E. S. Price, formerly with Ever-Ready Battery 
Service Station of Atlanta, Ga., and later with 
Bryan’s Battery Service Station, at 212 South 


2lst St., Birmingham. He is a_ professional 
battery man, and usually works a little while 
and leaves with all the money that he can get. 
He took from Bryan’s Battery Co. $14.45 cash 
and sold one battery, price $44.50. He is prob- 
ably in St. Louis, as he left note stating that he 
was bound for there. He also has relatives in 
Athens, Ga. 
MERCHANTS CREDIT ASSOCIATION. 





DULUTH REPORTS 


A number of checks signed,. The Randolph 
Erickson Co., per D. A. Randolph, and made 
payable to W. H. Hammond, drawn on the First 
National Bank of Duluth, have been returned. 
The firm name is a rubber stamp, D. A. Rudolph 
signed in ink. 
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MINNEAPOLIS CREDIT MEN TELL 
BENEFITS OF PROMPT 
PAYMENTS 


From ‘‘Women’s Wear.” 

Minneapolis, Minn., Oct. 20.—‘‘Get into the 
good credit class by paying your bills promptly,” 
is the appeal addressed to the consuming public 
by the Retail Credit Association of Minneapolis. 

In its latest statement the association points 
out the advantages of prompt payment of bills 
and the consequences of slow payment. It is 
largely a question of habit, the appeal declares, 
and it can be either a good habit or a bad one. 

“Bad credit is a bad habit,” the credit body 
says. “It comes from neglect to pay bills when 
they are due or failure to give the merchant or 
whomsoever you owe a satisfactory reason and 
state when the account will be paid. The habit 
of neglecting to pay bills promptly, once formed 
is hard to break. 

“Good credit is a habit also,’’ the appeal con- 
tinues. “It is a good habit. It is acquired by 
paying your bills when they fall due. 

“It really is easier to acquire the habit of pay- 
ing bills promptly and thus having good credit 
all over town than it is to get into the habit of not 
paying bills, because in the latter event you must 
fight against your better conscience which prompt 
you to pay them, until you have overcome this 
good impulse and become callous. 

Bap CREpDIT A HANDICAP. 

“A person with bad credit is terribly handi- 
capped all through his life. Day after day he 
and his family are shamed by the refusal of mer- 
chants to give him credit. Goods are delivered 
to his house C. O. D., for the neighbors to whisper 
about. 

“Then there comes a time when sickness, mis- 
fortune, ill luck cuts off the earning power. Food 
and fuel are a vital necessity. Good credit at 
such a time will tide the family over. Allowance 
will be made for the situation and credit time ex- 
tended until the family can get on its feet. Bad 
credit means that the family must suffer or else 
feel the further indignity of appealing to charity 

“Why risk the dangers attendant upon bad 
credit when the good credit habit is so easy to 
establish and maintain? 

“Again, the good credit habit stands you in 
stead when, by thrift, you have saved money 
and the opportunity comes enabling you to get 
into business for yourself. With the money you 
have saved, and with the good credit you have 
established more than doubling the value of your 
savings, you can get on the road to wealth and 
assurance of ease in your old age. 

“You can’t do this with a bad credit record. 
No one will help you, not even your closest 
friends or relative. They won’t take chances. 
Thrift goes with good credit. There are mighty 
few men with a bad credit habit who have saved 
money. The two do not go together. So it is 
the man with good credit and good thrift who 
succecds. 


’ 


CAN OVERCOME Bap CREDIT. 

“But do not be discouraged, you with the bad 
credit habit. You can overcome that condition. 
Start today to acquire the habit of good credit. 
Begin at once to pay up your bills. Let the mer- 
chants and the others to whom you owe money 
see that, you are endeavoring to establish the 


good credit habit. You will be surprised how 
quickly their attitude toward you will change 
how quickly and how willingly they will help 
you. You will be surprised at the change in 
yourself; at the better opinion you will have of 
yourself; at the satisfaction you will feel in know- 
ing that you can look every man in the eye and 
feel that you have done the right thing. 

“There is a personal, moral elation in the 
process of the formation of the good credit habit 
that is worth more to you and to your family 
than gold or silver. It is the very foundation of 
the structure of the ideal American home. Strive 
by every means in your power, therefore, to at- 
tain this ideal.” 

The statement closes with the warning that 
the person cannot escape the consequences of 
bad credit nor fail to benefit by the establishment 
of a good rating. 








BALTIMORE AND WASHINGTON WILL HOLD 
JOINT MEETINGS. 


3y J. L. White, Rosenthal’s, Baltimore. 


Baltimore has again shown the way to the 
front in the East. On Wednesday night, Oc- 
tober 6th, at 6:30 p. m., the Baltimore Asso- 
ciation of Retail Credit Men held their monthly 
meeting, and with them were quite a number 
of their sister city representatives from Wash- 
ington, D. C., brought over by Mr. Mark 
Lansburg, Credit Manager of Lansburg’s De- 
partment store in Washington. 

The speaker of the evening was Professor 
Jacob Hollander of the Johns Hopkins Uni- 
versity, Baltimore. He spoke on the advis- 
ability of further extending of credit at the 
present time, and advised not to curtail credits 
at the present, any more than in the past, as 
this would reduce the purchasing power of the 
country, and that alone would eventually affect 
the buying. from mills and factories, causing 
their shut down. The meeting was the largest 
held in Baltimore for some time. 

Mr. Lansburg addressed the meeting on co- 
operation of credit managers. National Direc- 
tor Barrett of Stewart & Co. also made an 
appealing address for new members. Mr. 
Barrett deserves credit for the success of the 
3altimore Association, he being one of their 
hardest working members. 

It will be the policy in the near future for 
the Washington and Baltimore Associations 
to hold joint meetings, and by this closer co- 
operation will tend to be the cause of closer 
fellowship of the Credit Managers, which is 
good in itself, if for no other reason. 





FROM CLEVELAND, OHIO 


Look out for man who, in Cleveland, used the 
name of John Howland, and gave his residence 
as 142 West 86th Street, New York City. Claims 
to be a salesman for A. S. Cookman & Company, 
80 Wall Street. Presents checks purporting to 
be issued by Cookman & Company and in pay- 
ment of salary due him. Cookman & Company 
disclaims knowledge of any such party and have 
not_ issued checks to man bearing that name. 
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Retail Credit Statistics of Great Importance 
to Members 


EMBERS are urged to fill in this blank and return to The Retail Credit Men’s Na- 
tional Association, 801-802 National Bank of Commerce Building, St. Louis, at once. 
The results of these reports will be published in December Credit World. 


It is not necessary to sign name of firm or individual, but name of city and kind of business 


are very important. This department can only be made a success by the co-operation of all. 


Name of City . Date. 
Kind of Business 


( Normal... 


Credit sales for Oct., 1920, as compared with Oct., 1919_.... Increase __...... 


| Decrease 


Was the cash business normal, or did it increase or decrease in the same proportion? .____... 
What per cent have new account applications increased or decreased over last year? 


Have you had any fraud buying? . 


Have you had any bad checks?..... 


Credit collections in Oct., 1920, as compared with Oct., 1919 0. oval 


Decrease ...... 


al 
Credit collections in Oct., 1920, as compared with Sept., 1920... ae sais 


Decrease __...... 


Note—This page is perforated so it can be taken from the book without injuring the binding. 
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RELIABLE COLLECTION SERVICE 


ALABAMA, BIRMINGHAM. 
Mr. W. V. Trammell, Merchants Credit Asso- 
ciation, 223 First National Bank Bldg. 
ALABAMA, MOBILE. 
Mobile Adjustment Co., 511 City Bank Bldg. 


CALIFORNIA, LOS ANGELES. 
Mr. H. G. Bittleston, 215 Delta Bldg. 


Retail Merchants Credit Association, Inc., 
300 I. W. Hellman Bldg. 


Mr. A. P. Michael Narlian, 415-417 Higgins 
Bldg. 

CALIFORNIA, SAN FRANCISCO. 
Edwards Mercantile Agency. H. N. Edwards, 
E. E. Bruner. Western States Life Bldg., 
995 Market St. 

CONNECTICUT, HARTFORD. 
Connecticut Credit Bureau, 415 Palace The- 
atre Bldg. 

ILLINOIS, CHICAGO. 
Mr. Frederick L. Davies, Credit Reference 
Exchange, 35 S. Dearborn St. 

IOWA, DES MOINES. 
Credit Reference and Reporting Co., 312 
Crocker Bldg. 

KENTUCKY, COVINGTON. 
Credit Men’s Association of Northern Ken- 
tucky, Covington, Ky. 

LOUISIANA, NEW ORLEANS. 
Business Men’s Credit Bureau, 1919 Maison 
Blanche Bldg. 

MASSACHUSETTS, SPRINGFIELD. 
Mr. Claude King, Pres. Beacon System, 
Phoenix Bldg., 307 Main St. 

MICHIGAN, DETROIT. 
Adjustments-Detroit, Ltd., Suite 714 Free 
Press Bldg. 

MICHIGAN, LANSING. 
Mr. M. H. Vogel, Sec’y and Mgr. Business 
Men’s Credit Association, 357 Capital National 
Bank Bldg. 

MINNESOTA, MINNEAPOLIS. 
Mr. S. L. Gilfillan, Sec’y Minneapolis Asso- 
ciated Credit Exchange, Inc., 314 Nicollet Ave. 

MISSOURI, ST. JOSEPH. 
Snow-Church Collection Co., 116 Corby- 
Forsee Bldg. 

MISSOURI, ST. LOUIS. 
Associated Retail Credit Men, Chamber of 
Commerce. 

MONTANA, LEWISTON. 


on P. S. Gerlings, Suite No. 1 Empire Bank 
g. 


NEBRASKA, LINCOLN. 
The United Credit Bureau. 


NEBRASKA, OMAHA. 
The Adjustment Bureau, 208 Laflang Bldg. 


NEW JERSEY, CAMDEN. 


J. William Pennell & Company, 506-7 Com- 
monwealth Bldg. 


NEW JERSEY, TRENTON. 


J. William Pennell & Company, 506-7 Com- 
monwealth Bldg. 


NEW YORK, BUFFALO 


Retail Merchants Association, 701-16 Cham- 
ber of Commerce Bldg. 


NEW YORK, NEW YORK CITY. 


Mr. Herman Steinberg, 299 Madison Ave., 
at 41st St. 


NEW YORK, SCHENECTADY 


Shannon Mercantile Agency 
Offices 16-18 Ellis Bldg. 


OHIO, CINCINNATI. 


Mr. Ernest R. Gwinner, Mgr. The L. Roescher 
Collecting Co., Bell Block. 


OKLAHOMA, OKLAHOMA CITY 
Oklahoma City Retailers’ Association. A. D. 
McMullen, Secretary. 517 Baum Bldg. 
OREGON, EUGENE 
L. M. Travis, Eugene Loan & Savings Ba 
Bldg., 20 East Eighth St. 
OREGON, PORTLAND. 
Emmons & Emmons, 728-731 Morgan Bldg. 


PENNSYLVANIA, PITTSBURGH 
The Hickox System, 705 Bessemer Bldg. 


TENNESSEE, NASHVILLE. 
The James Sanford Agency. 


UTAH, OGDEN. 
Mr. M. Stewart, Mgr. Merchants Credit 
Bureau. 

WASHINGTON, SEATTLE. 


Mr. A. R. Phillips, Pres. Asher Bros., Inc., 
430-1-2-3 Pioneer Bldg. 


WASHINGTON, SPOKANE. 


Merchants Collection Co., 731-732 Peyton 
Bldg. 


WISCONSIN, LA CROSSE. 


Commercial Service Bureau, 314-15 Newburg 
Bldg. 








give Carter 


that much credit?” 


—and instantly RAND 
Visible Records show 
the credit limits established 








Among Big Stores using 
RAND Credit Equip- 
ment are: 


The John Gerber Co., 
Memphis 

The J. L. Hudson Co., 
Detroit 

Scruggs-Vandervoort- 
Barney Dry Goods 
Co., St. Louis 

The Mabley & Carew 
Co., Cincinnati 

The Kleinhans Co., 
Buffalo 

Woodward & Lathrop, 
Washington, D. C. 

The Hutzler Bros. Co. 
Baltimore 

Strawbridge & Clothier, 
Philadelphia 

Marshall Field & Co., 
Inc., Chicago 

John Wanamaker, 
N. Y. and Phila. 

Wm. Filene’s Sons Co., 
Boston 

The Rosenbaum Co., 
Pittsburgh 

Best & Co., Inc., N. Y. 

Franklin Simon & Co., 
Inc., N. Y. 

The May Co., 
Cleveland 

















Sipe only do RAND Visible Records take the guesswork 
and speculation out of credit work, but does it at a 
speed and accuracy that mean 


—a saving of monetary loss. Credits simply cannot be 
authorized on delinquent accounts—red danger signals flash 
the warning. 

a saving of the customer’s good will. Credits can be passed 
in less time than it takes to wrap up a parcel, without em- 
barrassment to the customer. 

a saving in clerk hire. The accessibility of the concise 
credit data enables one clerk to do the work of three, and 
with greater ease. 

a saving of room. Three Traco Cabinets—altogether as 
high and wide as a man—will contain over 6000 cards, 
with every name visible. 


You run your eye down the panel, which visualizes every name, till 
you see the one you want, then raise the card ahead—and there, 
before the eyes, are all the credit data. That is how simple, how 
practical, how modern is the RAND Visible System of Card 
Records. 


"Phone our local office to show you (without obligation) how 
RAND can solve your credit problem, or write our home 


Visualize office for information. 


VISIBLE CONTRO 


Address Dept. B-3, 


RAND COMPANY, Inc., North Tonawanda, N. Y. 


Branches and Agencies in All Leading Cities 





VISIBLE BUSINESS=-CONTROL 
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